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Stop Inner- Drade Competition 


Now Go After Your Share of the Public Purse 


uf VHE ‘new program’ of merchandising attains 
” success by combining the selling of an 
article of the broadest market appeal at the 
lowest sales price consistent with a fair profit in the 
shortest time possible, with production of the article 
at the lowest possible cost,” writes assistant director 
of the Bureau of Standards, Ray M. Hudson, “for the 
heaviest competition of today is between commodi- 
ties and the industries producing them; not between 
individual firms in the same industry. 
“Industry has found to its sorrow that quantity 
output, without full regard for the public’s ability to 


that market wants or w_ll absorb in a given period. 

“What the public wants—and how much it wants 
of any one class of goods—is indicated by the goods 
and services for which it spends its money.” 


HE 
hat 
their chief competitor. The phonograph and the 
compete with the movies for your evening hours. 


clothing industry, the shoemakers, and the 
manufacturers consider the automobile as 
radio 


Candy is battling with cigarettes—so are cigars. 
The automobile industry urges you to buy the sec- 
ond car; the plumbers urge you to put in the second 





























buy, to absorb, or consume, is wasteful and costly, bath. The building materials and the paint indus- 
and highly profit- tries offer you the 
able. | LULL j, chance to modern- 
“In consequence, ESTIMATED VOLUME OF RETAIL TR ADE Yj; ize your home on 
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the old program Y jj, ing. 
of making the /j™™emersoms [| wot amcomee7/ = All these ex- 
goods first and Datei — age 7, amples _ indicate 
finding a market 77, the new competi 
for them  after- man onner nouses |] sot race tion and the 
ward, to the new / Y sharper struggle 
program w hich Y/f COMPANY OWNED STORES | 200% — 800,.000000 yy for the consum- 
calls for a com- 7 7, er’s dollar. The 
plete knowledge a r] 200% soaooqnee 17/9 more far-sighted 
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home and abroad, 
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HK orward, eNarcu, Says 
New England 


Trade Dealers Predict Increased Fall Business as 
Boston Prepares to Welcome Merchants to Its 
Tenth Annual Shoe and Leather Fair 


EW England shoe manufacturers will enter the 
N Fall selling season with enlarged productive ca- 
pacity and with every expectation of a sizable 
increase in production over the same period of last year. 
This is the well considered opinion of conservative 
leaders in the industry as the curtain is about to be 
raised on the Tenth Annual Boston Shoe and Leather 
Fair, which opens Monday, July 8, in the Hotel Statler. 
It is a prediction based on facts—not hopes; on a careful 
survey of the shoe needs of the nation and a determina- 
tion that New England shall fit itself into the picture 
with styleful shoes in every grade and for every possible 
occasion. 
This determination is reflected in the choice of slioes 
Cuaries T. HEALp to be shown not only on the runway at the style revues 


Aegon Sores i. which will be a prominent part of the fair but also in 
the footwear chosen for exhibit by manufacturers in 


Committee 
their booths and sample rooms. Never before has such 
care been exercised in the choosing of lasts, patterns, 
material and colors. The result will be the best that 

V New England has ever shown. 
Many unusual features have been introduced in this 
year’s program. Tried and true features from other 
years have been retained. Of these, the first is “Coun- 


EverETT BRADLEY 


Chairman of the Style Revue Com- 
mittee 


Rotanp H. HAviILAND 


Chairman of the Publicity Com- 
mittee 
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WILLIAM H. LarKIN 


Chairman of the Country Club Day 
Committee—in charge of Monday’s 
golf tournament 


try Club Day,” again under the direction of William H. 
Larkin, but this year to be celebrated on the opening 
day of the fair rather than on the last day, as has been 
the case-in past years. 

l‘ollowing the registration of buyers which begins at 
noon, July 8, at registration headquarters on the mezza- 

ine floor of the Hotel Statier, everybody who plays 
golf, many who cannot but think they can, and even 
those who have absolutely no intention of even attempt- 
ing the game, will hie themselves to the Woodland Golf 
Club in Auburndale, Mass., about ten miles from the 
hotel, for an afternoon and evening in the country. 

More than 100 prizes have been provided for con- 
testants over the 18-hole course and those who were 
there last year will remember that matched sets of 
clubs, super-luxurious golf bags, silver cups, clocks and 
other really valuable prizes were distributed at the 
dinner which followed the afternoon on the links. The 
prizes which have been donated this year are not a bit 
less valuable. or less to be desired. 

More important than that, however, is the fact that 
one does not necessarily have to be an expert in order 
to win. There will be prizes for net scores as well as 
for gross—prizes for the various groups into which the 
shoe and leather trade has been divided for the occasion 
—and maybe, even, prizes for the worst gross—who 
knows ? 


Cuartes T. CAHILL 
Chairman of the Exhibits Committee 
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Tuomas A. DELANY 


Chairman of the Registration Com- 
mittee 


During the day music will be furnished by the entire 
Stetson Band—the same which won the prize for the 
best turn-out and the best music at the American Legion 
convention in Paris two years ago. Its services have 
been donated by the Stetson Shoe Co. 

The formal opening of the fair will be at 2 p. m. Mon- 
day, but the first showing of the style revue will not take 
place until four o’clock on the afternoon of the second 
day. 

For this event, Miss Mollie F. Hurley has gathered 
the best which New England has to offer in the way of 
models. They have been divided into four groups and 
each revue will show shoes for the various occasions. 
Between the entrances of the models, a number of 
vaudeville acts will be put on. 

The runway this year juts out into the big ballroom 
of the Statler from the middle of the stage and has a 


surprise feature incorporated. During the time when it 


% VY 


4 
PauL O. MacBripE 


Chairman of the Hospitality Com- 
mittee 
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THOMAS F. ANDERSON 


Secretary and Executive Director of 
the Boston Shoe and Leather Fair 


is not in use the runway is elevated and suspended from 
its lower side are a long series of well illuminated glass 
show cases—one of which is to be turned over to each 
shoe manufacturer exhibitor. This plan has two dis- 
tinct advantages. In the first place it makes unnecessary 
the long string of small display booths which have 
flanked the runway in years past and which have pre- 
vented the spectators from getting close to the runway 
in order to examine the footwear more closely. In the 


second place, it provides additional display for shoes, in 
a well lighted case which is sure to attract the attention 


of all as they stroll about the room. 

When the runway show is about to start, the runway 
* is lowered by an ingenious mechanism, the cases on the 
under side drop down behind curtains which are stretched 
on long railings on both sides of the runway. This 
brings the surface of the runway down to just exactly 
the right height for the spectators. Rows of chairs 
will be placed there for people who wish to study the 
styles as they appear on the feet of the models. 

A total of four revues will be conducted during the 
three-day session. The first will be at 4 p. m. on Tues- 
day, July 9; the second at 8.30 in the evening of the 
same day; and the third and fourth on the afternoon 
and evening of the last day of the fair. 





Miss Heten M. Haney 


Executive Chairman of Ladies’ Hos- 
pitality Committee 


An unusual feature of the last runway show (that at 
8.30 p. m. Wednesday) will be the presentation of 
prizes which were won on Monday at the golf outing 
in Auburndale. The official presentation will be made 
by a bevy of world-famous beauties appearing that week 
on the stage of the Metropolitan Theater in Boston— 
girls who have won the title of the best looking in their 
respective countries. 

No account of what is in store for visitors would be 
complete without a mention of the activities planned by 
the Ladies’ Reception Committee, headed by \Mrlrs. 
Charles T. Heald as honorary chairman; and by Miss 
Helen M. Haney as Execuive Chairman. Last year 
there were trips by bus and auto to points of interest 
both north and south of Boston. Theater parties are 
tentatively on the schedule. Visiting women, if inclined 
to shop, will be escorted around the stores by members 
of the committee. There will be luncheons, dinners and 
everything necessary to make for a good time. 

This year, the executive committee of the New [ng- 
land Shoe and Leather Fair has outdone itself, and the 
result, it is predicted, will be a volume of business ex- 
ceeding that of any other year. Fall business will open 
early and a trip to market is the best possible invest- 


ment at this time. 





Miss Mo.uie F. Hurley 


Director of the Style Revue at the 
Boston Fair 
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oston 


Monpay, JuLy 8 


12 o'clock Noon. Registration of Visiting Buyers begins 
at Hotel Statler. 


l.to8 P. M. “Country Club Day” with special cour- 
tesies to visitors at Woodland Golf Club, Auburndale, 
Golf Tournament for prizes. 
Shoe Band. 


Music by the Stetson 


P.M. Opening of 1929 Fair. Displays in Ballroom 
and Foyer open for inspection. 


10.30 P. M. Exposition closes. 


TuEspDAY, JuLy 9 
10 A. M. 


Exposition Opens. 


10.30 A. M. Outing complimentary to visiting ladies, 
to points of scenic interest. 





Who is she? What's more important, 
what is her name? Her picture, 
shown here, has also appeared in the 
advertisements of the Boston Shoc 
and Leather Fair. If you haven't seen 
it before, take a good look now, be- 
cause there’s a prize for the retail shoe 
merchant who invents the best name 
for her and who puts that name, ac- 
companied by his name and address, 
in a box which will be found in the 
big exhibition room in the Hotel Stat 
ler. “I am a typical American girl,” 
she says. “I like outdoor sports. 1 
enjoy a good dance. I love to ride 
in the wide open spaces. In fact, 1 
like everything that is real Ameri- 
can—but I am nameless.” 








‘Program 


First presentation of Style Revue under the 
direction of Miss Mollie F. Hurley. 


P. M. 


8.30 P. M. 


Second presentation of Style Revue. 


10.30 P. M. Exposition closes. 


WepnesbAy, JuLy 10 
Factory Executives’ Day 
10 A. M. Exposition Opens. 
10.30. A. M. Outing complimentary to visiting ladies, 
to points of historic interest. 


4 P. M. Third presentation of Style Revue. 
8.30 P. M. Final Presentation of Style Revue, followed 
by distribution of Golf Tournament Prizes. 


10.30 P. M. 1929 Boston Shoe and Leather Fair ends. 
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Where ‘T’o Buy at the 
Boston Show 
























Sample Room Sample Room 
Exhibitor or Booth Exhibitor or Booth 
G. A. Adams Shoe Co.—Seabrook, N. H... 574 Century Shoe Co—Lynn..............c00- 599 
Max M. Adler —Bost0R....cccccccccccscces W610 Chapman-Cox, Inc.—North Easton......... 446 
Alden Walker & Wilde, Inc—Rockland..... 415 Churchill & Alden Co.—Brockton.......... 436 
Amesbury Shoe Co.—Amesbury............ 559 Edwin Clapp & Son, Inc.—East Weymouth. 442 
Ashuelot Shoe Co.—Keene, N. H.......... 661 Clayman Shoe Co.—North Abington....... 756 
Ault-Williamson Shoe Co.—Auburn, Me... 425-427 Clinton Shoe Co.—Haverhill.............. 752-754 
Accord Chemical Co.—Accord............. 734 Oo ee ee ee ee 763 
S. L. Agoos Tanning Co.—Boston......... 37 Samuel Cohen Shoe Mfg. Co.—Amesbury.. 535 
Amalgamated Leather Cos., Inc.—Boston... 36 B. E. Cole Shoe Co.—Manchester, N. H.... 774 
American Shoemaking—Boston ........... 24 Colella & Leighton Shoe Co.—Lynn........ 662 
Arnold Bross & Co.—North Abington...... 571 Commonwealth Shoe & Leather Co.—Whitman 439-441 
Arnof-Levy Co., Inc—New York.......... 674 
PPE SO GOIN oo oc cicsicvccessesis 6 J. M. Connell Shoe Co.—South Braintree... 680-684-76! 
Bancroft Walker Co.—Boston............. 580-582 Conrad Shee Co--Grediten.......---.-.-- ater 
584-586 Jos. F. Corcoran Shoe Co.—Brockton...... 406 

Banner ~Shoe Co.—Boston.............+00- 630 G. P. Crafts Co.—Manchester, N. H....... 408 
Bates Shoe Co.—Webster.................. 422-423 Crispin Shoe Co.—Haverhill............... 558-560) 
Bond Shoe Manufacturing Corp.—Lynn.... 600-602-604 Curtis Shoe Co., Inc—Marlboro........... 404 
Bradley-Goodrich Co., Inc—Haverhill...... 665-667 W. K. Chandler, Inc.—Boston............. 14 
Bresnahan Shoe Co.—Boston............... W514-W516 Compo Shoe Machinery Corp.—New York... 45 
Brockton Shoe Manufacturing Co.—Holbrook W518-W520 Conaway-Winter-Ochs, Inc.—Boston ....... 562 
Beckwith Manufacturing Co............... 2 
Geo. E. Belcher Co.—Stoughton........... 9 Diamond Shoe Co.—New York............ W814-W816-W "!8 
N. Bequie—New York.................20- 660 Wm. G. Dodge Shoe Co.—Newburyport.... 765 
Boot and Shoe Recorder—Boston.......... 148 Doyle Shoe Co.—Brockton................ 444 
Boston Shoe Travelers’ Association—Boston 144 Duane Shoe Co.—Marlboro................ 530 






Braincraft Co., Inc-—New York........... 38 Dalrymple-Dudley Co.—Haverhill ......... 573 
Brown Co.—Boston ..............seeeeee. 8 Deauville Import Corp.—Boston............ 657-65 
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Exhibitor 
Ww. A. Emerson Sons, Inc.—Hampstead, 


» 


J. Einstein, Inc—New York 
Essex Rubber Co.—Trenton, N. J 


Federal Shoe Co.—Lynn 
Field & Flint Co.—Brockton 


The Footwear Guild, Inc——Boston 
Gregory & Read Co—Lynn 
The Gill Publications, Inc 


The Goodyear Tire & Rubber Co.—Boston.. 


B. F. Goodrich Rubber Co.—Akron, Ohio. . 
Graton & Knight Co.—Worcester 


Harvard Shoe Co.—Boston 
The G. W. Herrick Shoe Co.—Salem 


F. M. Hoyt Shoe Co.—Manchester N. H... 


Harry M Husk Co.—Newburyport 

L. H. Hamel Leather Co.—Haverhill 
Haverhill Shoe Novelty Co.—Haverhill.... 
Hide and Leather—Chicago and Boston.... 
Hoague-Sprague Corp.—Lynn 

Jellerson Rafter Co.—Norway, Me 


George E. Keith Co.—Brockton 

Kenmore Shoe Co.—Worcester 

Knipe Bros. Co—Ward Hill 

C. G. King & Co., Inc—Providence, R. I... 


LaSalle Shoe Corp.—Malden 

George A. Learned Co.—Newburyport 
Liberty Shoe Co.—Lynn 

Lion Shoe Co.—Lynn 


Marlboro Shoe Co.—Marlboro 

Marblehead Shoes, Inc.—Marblehead 
Marks Chandler Co.—West Epping N. H.. 
Marmon Shoe Co.—Lynn 

F. J. Mathieu Shoe Co.—Lynn 


Sample Room 


or Booth 


500-502-504 


Parlor “C” 
421-428-433 
18 
25 
28 
39-40 


631-652 

570 
411-412-414 

410 

3 

17 

42 

19-20-21-22 

445-448 


435-437-449 
W501 
413 
614 


554 
626 
659 


618 
424 
576-578 
654 
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Sample Room 
Exhibitor or Booth 
Milford Shoe Co.—Milford W614-W616-W618 
The Munroe Shoe Co., Inc.—Auburn, Me.. 409 
Silas Musliner, Inc—New York Parlor “B” 
McNichol & Taylor, Inc.—Lynn 
Frank C. Meyer Co.—Brooklyn, N. Y 


Nature-Tread Company of Illinois, Inc.—- 
CRE EE Aun catduciudwecneeswesunads 
Old Colony Shoe Co.—Brockton 


416-418 
592-594 


M. A. Packard Co.—Brockton 
Peck Shoe Co.—Worcester 
Thomas G. Plant Corp.—Boston 
D. B. Purbeck & Co 


Richards & Brennan Co.—Randolph 
Rickard Shoe Co.—Haverhill 

A. Sandler—Boston 

Sarra & Tucker Shoe Co.—Lynn 
Scholnick Shoe Co.—Boston 

Slipper City Shoe Co—Haverhill 
Stacy-Adams Co.—Brockton 

Stetson Shoe Co., Inc 

Alfred J. Sweet Co.—Auburn, Me 
Smart Shoes—New York 

Shoe Retailer—Boston 

The Surfacer Mfg. Co.—Chicago, III 
Shoe and Leather Reporter—Boston 
Stedfast Rubber Co.—Boston 
Shoe Form Co., Inc.—New York 
Samuel Shapiro—New York 
Sanborn, Inc.—Lynn 


601-603-605 


Thompson Bros. Shoe Co.—Brockton 
Tolman Print, Inc.—Brockton 


Unity Shoe Manufacturing Co., Inc—Lynn.W716-W718-W720 
United Shoe Machinery Corp.—Boston 

United Shoe Pattern Co.—Lynn 

United States Rubber Co—New York 


Watson Shoes, Inc.—Stoughton 429 Statler Bldg. 


E. T. Wright & Co., Inc.—Rockland 
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Getting More Shoes Sold Right 


In Self Preservation 


NNER-TRADE competition may have been the life 

of trade once, but it is no longer so. Competition 
died when the inventive genius of American engineers 
devised machines that could manufacture beyond the 
present economic wants of the people. Inner-trade com- 
petition then became suicidal and destructive, and any 
method of business that is suicidal is dying or dead. 
' We have passed through the savage state, the compe- 
titive, and now we are passing into the cooperative. We 
had better help one another while we may. 

The idea of a brotherhood within a business is no 
idle, vacuous dream; and this idea of brotherhood is 
coming about, not through the preaching of ethics or 
morality, but it is coming about as a matter of self- 
preservation. 

The business that depends for its success upon the 
failure of others, or the financial distress of the factory 
is a business that is a “throw back” to the day of cun- 
ning. 

Any business that is considerate of the welfare of its 
supply house is, in the end, sure to receive better goods 
and better service and a continuance of them. 

The day is not far distant when the pressure of price 
upon the maker will cause a recoil upon the buyer. 
Either there will be no more sources to tap, because of 
mental, physical and financial exhaustion, or the time 
will come when the buyef will be unable to get the shoes 
because there are no plants competent to make them in 
the grades and fittings wanted. 
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The seller’s market stopped in 1920; the buyer’s 
market reached its fatigue point in 1928, and just as 
sure as time solves the problem of business, so is there 
assurance that a stabilized market is near at hand, 
wherein both seller and buyer are tolerant of each other’s 
weaknesses and combine to strengthen the service and 
increase the demand of the public. 


Cut [t Out 


“ HE buyer in a store who thinks it is smart to 

buy a few samples of merchandise from a high- 
class manufacturer, and then takes those samples to a 
cheap manufacturer and has the style but not the ma- 
terials duplicated, should never be employed by a house 
that pretends to business honor.” 

But how about a shoe buyer who welcomes a travel- 
ing salesman cordially, looks over his line with apparent 
interest, pretends to consider favorably several of his 
best samples, borrows these samples till next day under 
plea of not having time to decide fully, takes them to 
a maker of cheap shoes over night, has them copied, 
then turns down the salesman next morning with scant 
courtesy, handing him his samples back and dismissing 
him ? 

This neat little operation has occurred more than once 
in a tolerably well-known city. A salesman who had 
thus been treated, learned by accident, a few months 
later that this buyer was featuring a reproduction of one 
of his samples, in a cheap shoe at a cut price. He took 
pains to tip off other salesmen and the result has been 
that that buyer doesn’t see the best original ideas that 
come to town, although he may think he does. 

There is no room for discussion as to the “business 
honor” of such a transaction. It is utterly and wholly 
dishonorable. It is a practice, however, some phases of 
which to a large extent have been condoned in shoe 
manufacturing. There is no good reason why condi- 
tions should be so. It is difficult to trademark, or copy- 
right, or patent, or in any way protect a pattern; but 
it won’t hurt any strong and progressive shoe manufac- 
turer to be decent about grabbing other people’s ideas. 
In fact, the grabbing itself is a token of weakness. 


Sandal Troubles 


OVEN sandals have swept the American market. 
Their sale has exceeded all possible expectation. 

But now we are in for the aftermath of returns. 
Fortunate the merchant who put a good initial price 
on his woven sandals. If he had a dollar extra margin, 
he can well face the consequences. The moulded sole, 
woven sandal, made up in European tauned leather, is 
exceedingly dry and brittle. The first .ouble usually 
comes in the button or buckle fastening. The number 
of pull outs that mean a new pair of shoes to the 
customer, is all out of proportion with average trouble 
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on other shoes. Try flexing the leather lip, to which the 
button or buckle is fastened, for it eases the strain. 

Another sorry point is the lifting of thong ends. 
The majority of the returns have come through the 
weakness of the thong fastening holding the moulded 
sole and upper together. One store alone experienced a 
return of cash to customers of over two hundred dollars 
in one day. 

The fact that the shoes squeak is no great deterrent 
to their sale. The fact that the shoes are pliable and 
self-ventilating is greatly in their favor. They are per- 
haps the great extra pair shoe of this summer season. 

If your mark-up has been sufficient you can face all 
of the returns and the ultimate mark-down later in the 
season. In all probability the shoes will sell to the last 
pair, but for another season, the correction of a few 
manufacturing defects, plus a strict policy with the 
public of no returns for pulled out thongs, should be 
made. There is a profit in extra footwear. Tariff or 
no tariff, this type shoe, preferably American made, will 
find a place in American demand. 


Cooperation Town 


HE test of a theory is in its usefulness and its prac- 

tical application to merchandising. We have for 
some time advocated the selection of some one mer- 
chant in town to sell some one specialty, and by mutual 
agreement, the other merchants in town refer that busi- 
ness to him alone. 
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Loots and seasonal slow selling novelties. 

A good friendly retail shoe association functions in 
Santa Barbara, so it was decided that if two stores car- ' 
ried rubber boots, the town would be amply served. A 
store at each end of the city was designated as logical 
service stations. 

Then the subject of riding boots was discussed, and 
all stores but three eliminated this specialty stock. It 
was found that only two stores in town were doing any 
volume on satin slippers, so the rest of them quit carry- 
ing them. 

Now all the stores in Santa Barbara are selling foot- 
wear which they are best capable of merchandising. 
They all hold to their agreement of restriction, and all 
is peace and happiness, for each store now knows how it 
best fits into the scheme of shoe service for the city. 

Two weeks ago this association held an “experience 
meeting.” Every merchant told frankly what lines he 
was carrying and what success he was having with each. 
It developed that five stores had placed orders for a cer- 
tain line of shoes. Each merchant had been told by the 
salesman that he was to have the exclusive sale in Santa 
Barbara. It was the standing joke of the meeting, but 
each merchant kept a mental reservation as to what to 
say to that salesman when he returned to that town. 

Santa Barbara seldom has a clearance sale, and ranks 
exceedingly high in the number of pairs of shoes sold 
over ten dollars. 

Santa Barbara seldom has a clearance sale, and ranks 
exceedingly high in the number of pairs of shoes sold 
over ten dollars. 

The Santa Barbara 





We used as an ex- 
ample the riding boot 
business of a town. For 
every store to carry them 
is to develop a situation 
where there is practical- 
ly no profit for any one. 
For one merchant to 
carry a complete riding tem of foot service. 
boot stock, with the 
knowledge that all of th: 
town’s business goes to 
him, is to insure to the 
public of that community 
real sizes and real ° 
cnitien. full swing. : 

The practical applica- 
tion of this theory we 
now credit to Santa 
Barbara, Cal. There are 
nine shoe outlets in the 
center of this city of 
33,000 people. Up until 
six months ago all car- 


. The Thought of the Week 


The shoe merchant is the natural selector 
of merchandise for his community. Through 
his eyes the public first sees all footwear. He 
is the most important part in the entire sys- 


This issue is planned to timely serve the 
merchant in the selection of Fall footwear 
for later presentation to his public. A trip We 
to Boston, and its great July market exposi- . 
tion, is needed by every alert merchant. He 
should also plan to encircle all of the great 
shoe centers, because Fall buying is now in 


This issue gives to the merchant that counsel, 
guidance and suggestion that will enable him 
to select merchandise and evolve methods best 
calculated to assure a profit. in town now getting 

The Boot aNp SHOE RECORDER tries to show 
the shoe merchant how to invest his time, his dane 
energy, his brains and his capital that he may ; , 
make a profit on each of these investments. 


method might well be 
tried elsewhere, for a 
new order of merchan- 
dising is coming—a new 
friendly cooperation, one 
merchant with another, 
to the end that the town 
can get more shoe-dol- 
lars per inhabitant than 
ever before. 

are rapidly ap- 
proaching the time when 
there will be less com- 
petition, store against 
- store, and more directed 
competition for the shoe 
dollar in the battle 
against other businesses 


more than their rightful 


Once it was:—An eye 
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Clearing House for 
Unsold Shoes 


Here’s a Thought for Merchants Who Want to Ri 


id’ Themselves 


of the Nuisance of (ut Price Sales 


By R. L. PRATHER 


indigestion and needs a purgative. A few bad 

buys, a little unseasonable weather, a sudden turn 
in public desire, and the best stock is overloaded. Right 
then a quick and drastic remedy is imperative. A sale 
is justified by every law of good business. But that sale 
should be conducted in a manner that will insure against 
injury. The patient must be cured and others protected 
against infection. It is a certainty in these days of fol- 
low the leader that your sale will touch off the powder 
train and explode every other store into a sale. Stores 
that do not need a sale will have one. The unethical 
one will buy jobs and beat you all to death. 

How may this unhappy condition be avoided? What 
is the remedy? Here is a suggestion. It may sound 
Utopian, idealistic, radical, and all that, but do not say 
it cannot be done until you have given it thought and 
talked it over with other merchants. 

. Why not a Clearing House for unsold shoes? 

Arranged like a “Rummage Sale,” where everyone 
puts in something to be sold. Have a committee and a 
manager to conduct it. Hire a hall, a vacant store, a 
tent, but get a space and put on a sale in which every 
shoe store participates. Pro rate the expense. Let each 
merchant place in the sale whatever shoes he wishes to 
dispose of. Inventory his shoes before and after the sale. 
His share in the proceeds should be arrived at very 
easily. Details should be worked out by thought and 
committeé work. 

With this plan in operation each store will continue 
business as usual. There will be no disorganization or 
upsetting of all the stores. The sale is concentrated in 
one place. All the stores will be freed from the usual 
evil. 

The public need not be informed particularly as to 
whose shoes they are buying. All the stores escape the 
consequences that attend all sales because this is not the 
sale of any one store. It is a joint affair and the people 
will welcome it as such. There will be no comparative 
prices. There will be no underbidding and no under- 
selling, no loss through trying to outsmart the other 


‘ee are times when a shoe stock suffers from 


fellow. Certain sales prices will be established by the 


committee and manager and readjusted as needs require. 

There will be but one bill of expense, one rental, one 
advertising budget, one manager, one selling staff, one 
success if it is done right. 

People who do not care for sales may continue to buy 
regular shoes amidst ordinary conditions free from the 
hubbub of sales confusion because the stores are going 
along as usual. Those who like sales may indulge in a 
carnival of “bargains.” 

The manager of the sale and his sales force should | 
be from out of town, professionals. This further re- 
moves the sales idea from individual stores. The adver- 
tising of the sale should be free from sensationalism or 
exaggeration. There must be no misrepresentation that 
will kick back. Tell the people that this is a sale of 
shoes from all the stores, arranged for their convenience. 
Tell them you are making it possible for them to buy 
shoes at reduced prices in one place without tramping 
from store to store. Emphasize the thought that regular 
shoes only are sold at the stores and sales shoes only at 
the central selling place. 


No: does it seem as wild a dream as it appeared 

at first glance? After thinking it over is it beyond 
the possibilities? Talk it over with the other merchants 
and insist upon a meeting to discuss the plan. 

There will be one or two who will say it is “impossible” 
or “impracticable” or that it “cannot be done.” B« 
patient with them and persuade them to give it a try- 
out. If you cannot get all the stores into the plan 
go ahead with those who are willing to give it a trial 

Keep in mind the wonderful success of automobil 
shows and used car markets. Think of the food fairs, 
the building material trades expositions, etc. No doubt 
many of those trades were doubtful at first. Now you 
could not lock them out. Above all else, keep an open 
mind. Do not condemn anything until you have in- 
vestigated its possibilities. You may be confronting @ 
solution of one of the gravest problems that harasses th: 
shoe business. 

Kill off this Opposition to Change, this Hatred of 
New and Untried Ideas. 
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A volume chart to serve the 

great American public, and 

which serves as a guide to mer- 

chant’s popular-priced shoe 
selection 
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ashion's chart for 
Fall Buying 
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DIVERSITY of materials is 

sensed in the coming Fall demand 
for popular footwear. New materials 
and tannages have swept into perma- 
nent popular favor. There never was 
a better opportunity for the selection 
of a good last, a good pattern and a 
diversity of materials thereon. More 
order in business—less disorder in 

ordering 
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Select for Proportions 
and Lines 


~ MARTNESS first—speed line second—and the right 


combinations of materials third. 


Fashion’s insistence on the return of the higher waist 
line, and flared contours, will bring about a new propor- 
tion, in the silhouette, hence the oxford shoe with the 
trim counter and tip is decidedly in the fall style picture. 


The illustrated types express the new oxford side line 
and a slight change of lasts. 


1. The first drawing shows the smart 16/8 leather 
heel and the distinctive combination of black suede and 
black lizard. The scalloped piping is being used in 
bench-made types. 


2. The second drawing is a bench-made shoe of cloud- 
bank gray lizard combined with black patent leather. 
The novel throat contour expresses individuality. The 
color combination being important and carried in the 
fall line of silks. 


3. The drawing of the sports oxford shows clearly the 
new type of rubber sole and heel for active wear. This 
season there is a growing demand for perforations and 
pinkings in this type of footwear. 
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Prince of Wales Sets 
a Feminine Style 


HE Prince of Wales oxford has enveloped the style 

pulse in this season’s fashion sports footwear. So 
great has been the success of this throat treatment that 
many imporiant manufacturers and retailers are using 
this pattern for fall spectator modes. The Prince 
himself and in person—wore the three fingered front 
type of oxford on his first trip across—it has taken all 
that time for the style to readapt itself to feminine 


footwear. 


1. The first drawing shows the combination of alli- 
gator and Rajah lizard. The two reptile combination is 
very daring and must be done with a subtle touch. How- 
ever, the combination of brown and gray in smart con- 
servative types should be noticed by the merchant. 


2.—Hand smocking in leather heel types will be fea- 
tured strongly in dressy street wear. The drawing 
below, when made in tailored leathers, makes the shoe 
a perfect complement for travel and spectator-sports 
costumes. 


3.—This combination is of deep brown suede and 
sierra brown Lizard. This bench-made, daytime type 
has smart patches for the vamp*overlay. The serrated 
edge and punch hole effects on lizard is new, and when 
styled with a perfectly balanced heel makes this shoe 
outstanding for fall. 
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Pumps Please the Eye and 
Register for Fall 


HE pump, a volume fall shoe, has such a variety o 
line that women will avail themselves of many ear! 
fall numbers. 


1. The above drawing shows the plain high sided con 
tour which will be chosen for proportion and he« 
accomplishment. This heel is highly favored by Par 


When in doubt pick pumps is an Avenue. 


axiom known to the fashionable 
young lady who wants one shoe 2. Fashioned of the deepest brown kidskin this gore 


suitable for many occasions effect is cleverly concealed by lizard inlays. The swi 
throat detail is a direct complement to the flared dres 
movement for fashionable afternoon wear. 


3. For volume daytime spectator wear, shipboari, 
or travel, this smart white buck with race lines at tl 
throat is highly favored. The heel contour is perhaps as 


The use of pump lasts and higher 
smartly proportioned as any heel for spectator wear. 


side effects permit of gore con- 

trol, combining snugness and fit- 

ting security, without the bite at 
the throat 
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Straps Universal Favorite 
Please the Foot- fitting 


TRAPS may style any mode if the theme is in keep- 

ing with the type of current costumes. Straps will 

be chosen by discriminating women because they in- 

gratiate the foot line and relieve the appearance of heavi- 
ness about the ankle. 


1. Is the choice of the smartly tailored society matron. 
Fashioned of tan calf, the beauty of these symmetrical 
lines is shown against the daytime calf leather. The 
perfection of proportion makes this shoe important. The 
lift of the upper saddle line carries out the breasting of 
the back heel line. 


2. The dressier day time type to be worn with self- 
toned velvets and flat crépes expresses smocking in 
opaque leathers. This smocking is favored by the Fifth 
Avenue buyers. 


3. Made of chocolate brown kid with gold pipings. 
This “T” strap model shows the cunning and handicraft 
of the bench-makers afternoon shoe. 
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No one shoe serves more feet 
than straps, for the reason that 
the fitting control over insteps, 
low or high, is adjusted to the 
individual foot 


The season ahead of all straps, 
from the thinnest to the broad- 
est, serves the double purpose of 
smartness of line and optical re- 
duction of size. Strap footwear 
is possible to fit more feet with 
less sizes in stock, because of the 
advantages of adjustment 
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Splendor of the Nght 
and Infinite ‘Vartety 


HE evening shoe cannot be too elaborate this season. 

With metal cloths, chiffons, gorgeous velvets, and 
crepe in’combinations of strange new shadings, the vivid 
brocades and hand fashioned vamps for slippers must 
be recognized. 


1. Styled in pastel lavender crepe with a half leaf 
pattern for counter decoration in silver kid, this type 
shoe is perfection of daintiness. 


2. An afternoon pattern that may well be fitted into 
the evening mode by daring combinations of vivid bro- 
cade, or by combining silver and gold kid. The use of 
rhinestone decoration might also be employed. 


3. The skeletonized evening slipper of a pastel suede, 
with French details of silver kid rose leaf pattern, was 
originally styled by a French creator this season. The 
splendor of the night gives to the shoe merchant his 
greatest style and profit opportunity next fall. 


RECORDER 
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cF¥Y Nowe Tips 


Just Before the Battle of Buying This Advance Information Indicates 


Fashion-Fact Is of Greatest Style Importance 


LACK is all-important 
B in the Fall program of 

fashion. Quotations 
from two outstanding suéde 
houses show that the buying 
up to now has been two- 
thirds brown and one-third 
black. The expected turn- 
about is beginning to show 
that the next cuttings will be 
decidedly black. An_ out- 
standing kid house reports 
that the bronze brown, known 
as No. 172, has superseded 
the Prado Brown for very 
high style. Prado Brown is 
going into the orthopedic 
group. 

In watching the market and 
the gamut of dress browns, 
the suggestion is that rich 
full browns, trimmed with 
reptiles or pipings, would 
suggest lighter tones or cop- 
per shadings as the safest 
play for those colorings. 

Punched holes, underlaid 
in copper, will neutralize 


color tonings enough to complement a shade up or down 
two tones. Later, as the black shoe becomes important, 
the black suéde oxford, without quarter seams, detailing 
smart throat lines and individual pipings and combina- 
tions, are the advanced Fall theme. 

Pump effects are equally important. Combinations of 
suede and lizard, suéde with Borosa and luster trims, 
suede and patent, kid and gun metal, gun metal and 
reptile, and reptile and patent will carry through. 

Although the silk houses show many shades of clear shoe colors; hence, 
green, which match the woolen cards, the mistletoe green, 


By MADAME HAMILTON JEFFRIES 








High-light- flashes 


ERETOFORE in high style and volume 
selling, the bronze browns seem to be 
in the first fall picture, while the Prado brown 
is in corrective and orthopedic lines. Recently 
this has changed, and the buying now seems 
to be fifty-fifty. 
x * x 

Serrated edges and punched hole effects 
lighten up the appearance of lizard overlays. 

e+ @ 

Seamless quarter lines are outstanding in the 
fall picture. Back trims at the heel base are 
being shown in overlays of foliage patterns. 
Some bandings of calf leather or kid in sym- 
metrical designs on the quarter line are styled 
with the all-leather heel. 

x * x 

The Prince of Wales oxford is in high favor. 
For dressy daytime the metal tones, such as 
gun metal and bronze metal, are used in com- 
binations with kid and reptile. 

x * x 


Suede is considered the volume seller and is 
a natural complement to the soft coatings and 
the luxurious velvets important in this season’s 
mode. 








when combined with two or 
three tones of Capucine, or 
mustard and egg shell, is im- 
portant in the clothes pro- 
gram. Because of the diffi- 
culty in anticipating which 
green will take the public’s 
fancy, it is well to combine 
a base green with two other 
tones, or green with bronze 
metal. 

A shade known as Pap- 
rika or Red Rust will be 
worn with street ensembles, 
and imported clothes are 
showing a rich brown fur as 
the color complement ; hence, 
it is assumed that the choco- 
late brown shoe, with Borosa 
inlays of paprika tones, or 
luster kid, will be a fitting 
combination. 

Reptile and kid combina- 
tions, with copper luster de- 
tails, are to be fashionable. 

Blue in all tones climbs for 
supremacy over green. The 
Cheney color chart exploits 


five splendid tones; hence, it is very wise that the shoe 
industry use the Nautical Blue, known in the trade as 
No. 1310, in preference to No. 1300. Combinations of 
suéde and kid may be livened up by crystal kid smock- 


ing, or banding and underlays of luster leathers. 


The style woolen house of 
Frostmann & Hoffman are show- 
ing coatings in the exact color- 
ings of the Textile color card 
coats and 


shoes may be matched exactly. 
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AN advance season discovery—heels can be made 
without additional weight by using lifts of de- 
greased harness leather—increased shapeliness and 










Ts solid leather heel is growing daily i: 
style importance, and has become a matte: 
of much concern to the manufacturer: 
These heels must be contour-perfect, because any 


deviation from rhythmic lines adds weight, an: 
oftentimes an ugly thickness. 








Many of the old shoemakers, whose heel wor 
was a matter of pride and lifelong study, have 
passed out of shoe work into new fields. Therc- 
fore, it is the manufacturer’s problem to break 
in new help, and this is added complication, espe- 
cially when fighting the already firm-in-the-mind 
weight complex. 











Despite the fact that these heels are made of 
harness leather, degreased, the difference in the 
weight of the new leather heel and the wood heel 
is only a matter of a fraction of an ounce. Yet 


women have the idea that the leather heel is liy 
far the heavier. 


Cuban types, up to 19/8, are sharing the pop- 
ularity over the modified Louis. Many Ffith 
Avenue shops are selling this type of heel to 
women who formerly wore the high spike type. 
The walking oxfords are carrying a 15/8 « 
ered heel, and in reptiles this combination is very 
smart. 





















There has come into the market a new stain 
for the leather heel. This rosewood stain is put 
on the heel and then rubbed off. Enough of tic 
coloring remains and has bound itself in so that 
a faint rosy cast is seen under the highly polished 
varnished surface. 
















Heels may be built in three ways: First, »y 
lift on lift; secondly, in three parts—two sections 
and a top lift—or by buying the heels indep«i- 
dently. 


The heel built lift by lift is buffed into sh: pe 
sizes with a filler and polished. 


The % size models of 

leather heels illustrate 

the true lines and shapes 
for Fall 
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In most factories important shoes are worked 








CS 








to 
th 


th 
be 
lir 
or 
tal 


si? 
mt 
ma 
pre 
est 
plo 


anc 
the 
wal 


curr 
of t 





June 29, 1929 BOOT AND SHOE RECORDER 


or FALL 














smartness and not over an ounce extra—all factors in 
making it a season of heel interest ahead—solid leather 
heels being applied to turns, McKays and glued shoes 





on in the morning, one man working on a group 
of shoes of the same sizes and widths. In this 
way the contours are kept in proportion and alike. 


The pitch of the heel is most important, as the 
proportions must be arranged so that the line of 
distance is within the line of the base. 


EELS depend a great deal for style on the 

moulding of the breast, and the “take-out” 
of stock up against the shank line. The pulling in 
of the top lift line to a half moon contour is very 
important. Manufacturers are going back to 
basic principles on the new contours, thus making 
a new shaped Cuban, the new line being on the 
swing of the two last lifts before the top lift. 


The new Louis is showing a sudden nip in con- 
tour, giving a European side line. This adds to 
the style of the shoe and gives an air of lightness. 


The pitch of the heel is of great importance, as is 
the swing of the half heel facing. Some of the 
best makers realize the necessity of sharp, definite 
lines, accentuating the lift of the arch. This lift, 
or high line, gives the desired shape undercut and 
takes the solid look away from the counter. 


Via, 
\ 
| 
‘ 


Weight has a great deal to do with the first 
sixteenth of an inch shaping, and the decisions 
must be prepared in mathematical sequence. One 
maker tried to build a three-inch heel of slender 
proportions and found the danger of breaking— 
especially when the slender contours were em- 


ployed. 
The modified Louis has a very youthful appear- 
ance, taking nothing away from the high style of Shoe making must return 
the shoe, but giving all the comfort of the lower = to test building for it’s 
walking heel. * an art to make, breast 
The important part of the heel is not in its cir- ~ and shave a leather heel. 
cumference, but in the pitch, so as to carry the line The art returns in high 
of the body balance in the center of the heel. : fashion 
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Doeei 
Ogeings 
Men Will Accept Fancier Footwear This 
Fall and Winter—Look for Two-Tone 


C ombinations 


sion are going to “strut their stuff” this Fall and 
Men are 


¥ sion a bloods and old bloods of the male persua- 


Winter in some pretty doggy footwear. 
becoming more and more receptive to fanciness in their 
footwear. Hosiery for men may be getting plainer, 
but shoés are going in the opposite direction. Some of 
the conservative prejudice against the wearing of fancy 
shoes has been broken down by the introduction of 
sports footwear. The movement for dogginess in sum- 
mer shoes has a basis in solid consumer demand, for, the 
truth is, that consumer clamor for men’s sports shoes 
forced most of the country’s retailers to put them in. 

Swinging away from Summer and into Fall we find 
a tendency to continue many of the fancy features that 
are found in summer shoes. Bucks in dark gray and 
dark brown will find a place, not so much as an all over 
material, but in combination with brown calf. While 
heavy leathers, principally of the boarded variety are 





expected to lead, Scotch grains will occupy a much lower 
place than they have for some time past. And while 
considering the question of leathers it is well to bear in 
mind that the dull rather than luster finishes are wanted 
in the higher grade shoes. 


HE two tone combination which seems to have been 
put across so well this Summer will continue into 
the Fall and Winter in subdued contrasts. Wing tips 
and quarters of a dark brown calf, with lighter brown 
calf for the rest of the shoes look like good sellers. 
Clever panel effects and a carrying over of many of th 
more conservative strictly sport patterns into Fall street 
shoes is anticipated. This brings into vogue what might 
be termed a “street sport” type of shoe for men—som 
thing a bit doggier and fancier in pattern than has be: 
seen for street wear in years. 
Wing tips of several varieties, shield tips, saddles an: Th 
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ball straps, along with much punching, pinking, etc., 
are among the features that will give some kick to male 
shoes this Fall. Straight tips with punched medallions 
give a more conservative flavor. There will be some 
straight plain tips, of course, for the man who de- 
terminedly sticks to conservative footwear. 


HE tendency toward narrower toes continues. Semi 

brogue lasts with the toes considerably narrowed are 
given a large place. What might be termed a conserva- 
tive American custom type also is looming large in the 
Fall and Winter picture. English custom types and the 
exaggerated American custom type with the wide swing 
on the outside, extremely narrow toe and a higher heel 


will sell in moderation in the highest grades. 

Now to the question of color. The old struggle of 
tans versus blacks. Naturally, with Fall and Winter 
weather the percentage of blacks may reasonably be ex- 
pected to show an increase, but if browns ( Note—It is 
preferable to use the word “brown” instead of “tan” ) 
are pushed they will easily show as great a sales volume 
as blacks. In the higher grades it is confidently ex- 
pected that browns will outsell blacks for the simple 
reason that most of the new patterns in men’s shoes look 
better carried out in brown than in black. Dark browns, 
with a deep rich undertone will lead for Fall. Anything 
lighter than a medium brown looks, at present, to be 


out of the picture. 


Stop Inner- I rade Competition 


[CONTINUED FROM PAGE 73] 


it clear back to its prime source; then 
determining how much of that dollar is theirs, and 
laying plans to capture it. 

In this new program greater attention is being 
given to merchandising as an art and as a science. 

The art of merchandising lies in so preparing and 
presenting a product for sale that price becomes 
secondary in “buyer appeal” to quality, design, style, 
or any of them. 

The science of merchandising consists in so thor- 


and tracing 


oughly examining, through research, all the facts 
which can be ascertained in relation to grade, 
quality, design, style, color, service, etc., that the 
seller can be reasonably certain the buyer will want 
and will take the product offered. 

In other words, successful merchandising com- 
bines the production of an article of the broadest 
market appeal at the lowest possible cost, and sell- 
ing it at the lowest sales price consistent with a fair 


profit in the shortest time possible. 











turers and men of the industry come 
to Boston every year on market 
trips. They will be here in July to com- 
bine business, education, recreation and 
visitation to our shoe cities and towns. 
Many of them will see for the first 
time the growing edifice at Fed- 
eral and High Streets, Boston, 
in the heart of the shoe and 
leather district, which will be 
the future official headquar- 
ters of the United Shoe Ma- 
chinery Corporation. They 
will visualize Boston’s new- 
est building, erected as an 
emblem of service-ability to 
the entire shoe industry of 
America. 

The erection of the new 
office building at the corner 
of Federal and High Streets, 
Boston, is now well under 
way and it is anticipated that 
it will be ready for occu- 
pancy early in 1930. The One-half up— 
building will be twenty-four 2oston’s biggest 
stories in height with a total building rises. 
floor area of 306,989 square 
feet, of which the Corporation will occupy from forty 
to fifty per cent, giving adequate space and up-to-date 
facilities for its home office requirements. 

Shoe men may go one step further and see where and 
how the machines are made which make the shoes. In 
the cool seashore town of Beverly—about twenty min- 
utes froth Boston—is the plant with seven miles of 
floor space, a complete industrial service organization 
with a stock on its regular list of 90,000 separate parts 
of machines and an annual output of 21,000,000 of these 
parts for repair and replacement alone. 

The buildings at Beverly have many thousand times 
the floor space of a modern shoe store. The executive 
offices in Boston a thousand more. But mere size itself 
is not a recommendation. Look back of the institution 
for the real reason of size. In any concern that attains 
tremendous size by gradual growth, the size thereof is 
certainly evidence that there have been vitality and 
energy and general merit behind the growth. The 


[sires aod of merchants, manufac- 
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future plans of the company are of a material just as 
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Boston’s Newest Service Structure 


cAn Emblem of the Great Basic 
Institution of our Industry 


solid as the steel and granite of its buildings. 
All the resources of the great seven-mile 
machine shop are devoted to better meth- 
ods and means of making shoes—a sim- 
ple thing in one way, but a big thing 
too, because this country is the great- 
est shoe wearing nation. 

The tremendous and clearly 
evident efficiency of the im- 
mense plant at Beverly is one 
of the most impressive fea- 
tures of modern American 

business. 


HE chief factory of the 

United Shoe Machinery 
Corporation in the United 
States is at Beverly, Mass. 
It consists of some seven- 
teen buildings connected by 
wings, the two main factory 
buildings or machine shops 
being each sixty feet wide 
and four stories in height 
and 1120 feet in length, or 
more than a fifth of a mile 
long, and the floor acreage 
of the plant being in excess 
of twenty-five acres. In this 
plant is manufactured and assembled each year millions 
of machine parts into thousands of machines. The parts 
vary in size from machine frames weighing, in sore 
instances, as much as three-quarters of a ton down to 
springs so small that it takes four hundred and twenty- 
five of them to weigh an ounce. 

The company has spent, and is spending, millions of 
dollars on invention. A department as big as a build- 
ing at Technology is devoted solely to inventing and 
perfecting United Shoe Machinery—in originating, test- 
ing, experimenting, improving, always with the end in 
view of making shoes better, and making them more 
economically. 

The size and scope of its laboratory department he'ps 
to give you a better idea of the immensity of the whole 
enterprise. 

Its research and experimental departments have b-en 
active in keeping in touch with new ideas and with 
developments and improvements in the art of shoe ma‘iu 
facturing in order that those engaged in the business 
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may secure machinery equipment for the manufacture 
of footwear of every type and to meet the constantly 
changing styles. The use of certain machinery and 
merchandise in fields other than shoe manufacturing 
continues and shows a natural and normal development 
and growth. 

For the manufacture of shoes this corporation alone 
produces something only a little short of five hundred 
different kinds, types, and models of machines. 

Hundreds of different types and 
models of machines are available and 
these machines are designed and 
adapted to perform nearly all of a 
multitude of operations which are in- 
volved in shoe manufacturing. Some 
of the machines are simple; some, of 
necessity, most intricate, and with 
adjustments and fittings as fine as in 
a watch. 

No other industry has so many 
necessary operations to perform, or 
are so many distinct types of ma- 
chines used upon the same unit of 
production. 


HE work in a modern shoe fac- 

tory, starting with the cutting 
and assembling of parts, proceeds 
continuously from one machine to 
another until at the end the finished 
product emerges ready for shipment. 
This fact emphasizes the importance 
of coordination of machines in order 
that each machine in a given series 
will properly perform its function 
and the work will be adapted to pass 
on to the next succeeding machine, 
and of continuity in operation of ma- 
chines so that the flow of work may 
not be interrupted. This, in turn, 
emphasizes the importance of ser- 
vice—that much abused word in 
modern times. 

Some of the machines manufac- 
tured are sold; others, including in 
particular those which are most com- 
plicated, and, therefore, those to 
which expert service is of the greatest importance, are 
leased under a system by which the payment by the 
manufacturer is based upon the extent of the use of the 
machines—a method of supplying machines which was 
adopted by Gordon McKay as a means of rendering his 
original McKay sewing machine available to shoe manu- 
facturers without necessitating the large capital invest- 
ment which would have been involved in outright pur- 
chase. 

Its service departments are in every shoe center in 
the country. In each of them a supply of duplicate re- 
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placement parts is maintained and a corps of experts is 
constantly in attendance. Thus it is ready upon call at 
a moment’s notice to service machines wherever they 
may be installed. Remarkable as the machines are in 
and of themselves, and wonderful as they are in their 
operation as they perform their various functions with 
what is beyond doubt super-human skill and accuracy 
and speed, it is perhaps not too much to say that this 
service department of the United Shoe Machinery Cor- 
poration has been an equal factor in 
the development of the efficiency of 
modern shoe making. 

The growth of this great institu- 
tion has been one of natural, vital 
energy in the service of an industry. 
The new building in Boston is an em- 
blem of the vitality, the energy and 
the life that pervades the United 
Shoe Machinery Corporation. 


HE United Shoe Machinery Cor- 

poration was recently pictured as 
one of the great instruments of social 
as well as industrial progress. Prior to 
the establishment of a complete sys- 
tem of shoe machinery, the factory 
and the home were almost insep- 
arable. The shoemaker, in his ten- 
foot shop, called on Mother to stitch 
the shoes in the home and little 
Johnnie to help on the small labors 
of the shop. 

Along came the system of coordi- 
nated shoe machinery—and the fac- 
tory developed. The shoemaker went 
to his work, leaving the home as a 
real social unit engaged in the growth 
and development of the children and 
their education. Each was a separate 
entity. An economist has said that 
was the first great step forward made 
by modern machinery, prior to which 
no greater revolutionary change had 
been made, since civilization began. 

The great revolutionary 
change was when machinery fash- 
ioned a product so perfect in its mak- 
ing that it fulfilled a universal need economically. 

New wants for footwear encouraged and more wants 
There is no limit to the capacity of the 


second 


will come. 


American public, in this modern day of better standards 
of living, for the absorption of more and more pairs 


of shoes. 

It is for the shoe merchant and every factor of the 
industry that has its eye on the ultimate fitting stool to 
encourage the sale and service of more pairs of footwear 
each and every day of this great, progressive shoe- 
wearing future. 
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Healthy Stocks 
Effected Through 
Salesforce Cooperation 


HE Recorper’s Retail Shoe 
Salesmen’s Prize problem for 
June—“What Would You Sug- 


gest as the Best Method of Selling a 
Line Down to the Last Two or Three 
Pairs Before Being Obliged to ‘Bargain 
Table’ it?”—Or—‘“What Would You 
Suggest as the Best Method of Selling, 
not Really ‘Old’ Stock, but Shoes That 
Have Been ‘Passed Up’ because Some- 
thing New Has Arrived?” has been 
most clearly solved by many retail shoe 
salesmen, by merchants, and by mana- 
gers, too. As this department was in- 
stituted primarily for the education of 
the man and woman on the floor, who is 
not owner, or manager, of the depart- 
ment, preference is given to the first- 
named, in awarding the prizes. Al- 
though the Editor realizes that many a 
merchant likes shoe selling so well that 
he is frequently found at the fitting 
stool—and knows “how to do it” so 











Here’s one way of making an old 
shoe look like new! 


Dedicated 
to the HDUCATION of the MEN 
WOMEN on the FLOOR, 
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well that he is not only retail shoe sales- 
man, but the store’s proprieter. 

The first prize is awarded to sales- 
man M. F. Cartier, 25 Cathcart Street, 
London, Ontario; the second prize to 
salesman Aaron Gluckman, salesman at 
Wise Shoes, Inc., 25 West 42nd Street, 
New York City. A very excellent 
paper entitled, “The Salesman is The 
Man Behind the Gun” was written by 
John B. Hodges, of The Royal, ‘Inc., 
340 West Broad St., Savannah, Ga.; 

















Take the dark shoes off in sum- 


mer time. They'll wait. Sell 
whites while the sun rides high 
and hot. 


this paper is printed elsewhere in this 
department. He also wrote his thoughts 
in “free verse” fashion, under the title 
of “Meditation.” His name stands No. 
1 on the “Honorable Mentions” list. 
Bernard Gerrick, Assistant Manager at 
The Mary Jane Shoe Store, Lancaster, 
Pa., presented a fine solution, but his 
suggestion of “p. m.’s,” while favored 
by many managers, merchants, and re- 
tail salesmen, is not now regarded gen- 
erally as the most modern method of 
shoe merchandising. Right at the top 








(DITED by Helen M. Haney 
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of “Honorable Mentions” is also the 
name of Leon Franzblau, salesman jor 
the Edward Shoe Co., 110 Smith Sx., 
Perth Amboy, N. J., for his good an- 
swer of how to sell “the last two or 
three pairs.” 





Knowledge of Stock 
Plus Enthusiasm 


Lonvon, Ont.—M. F. Cartier, sales- 
man, says: “Team work applied. By 
dividing the stocks, making each sales- 
man responsible for a certain portion of 
the shelving, instead of placing the 
burden on juniors as is usually the case 
In this way, each salesman will check 
the others knowing that the onus as to 
the condition of stock in his department 
as to new lines versus old lines is on his 
shoulders—that he will demand cooper- 
ation, even fight for it. If you pay 
your staff salary and a sales bonus, tlic) 
will naturally work along the lines of 
least resistance and sell new lines. Ii 
you add to this, the p. m. system, you 
are bidding against yourself. While 
salespeople are concentrating on thi p. 
























Out with the shelf warmers—'o 
the very last pair. 
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Don’t break down and cry if you 
haven’t what they ask for—sell 
them something else. 


m. row, another crop is coming on, and 
before they are sold, they, too, will get 
into the p. m., row—an eternal triangle. 
lf shoes that have become dead, sudden- 
ly become the center of attraction, 
through a coaxer,” you should “Raise 
the bid.” The time to sell short lines 
and slow moving stock is when the 
right feet come into the store. The 
salesman, who knows the stock should 
show the merchandise with enough en- 
thusiasm to make the sale. The best 
salesman in your store is the one the 
most familiar with your stock—not ne- 
cessarily the one the longest in your 
employ. Healthy stocks are possible 
where the proper cooperation of a sales- 
force exists. 


Sell New Numbers 
as “Double Headers” 


New Yorx.—Aaron Gluckman, Wise 
Shoes, Inc.—The salesman must first 
sell himself to the customer. He should 
show the less active numbers, first. It 
isn’t what you say to the customer, but 
how you say it. Every style is a new 
one to the customer—it’s up to the sales- 
man to convince her. In order to make 
a sale in a hurry, the “mechanical slot 
machine” salesman follows the course 
of least resistance and will show a new 
style even before it has the opportunity 
of being displayed in the window. To 
prevent a lost sale, the salesman can al- 
ways fall back on the newest arrival. 
After an older number has been sold, 
the salesman can suggest a newer model 
as an additional pair. A “Push Num- 
ber” contest ; advancement in salary, or 
better positions, are all good incentives 
for selling older styles; small weekly 
prizes also help the movement of older 
styles. Short store meetings daily with 
suggestions from the manager as to 
what styles to be pushed; salesmen’s 
quotas, and rating plans, are excellent. 
More thought and determination on the 
part of the salesmen in the showing-up 


first of these slower moving numbers 
will easily solve the problem. 


Perpetual Inventory 
Necessary 


Puesto, Coro. —- Mary Katherine 
Merchant, Herman’s, says—‘“A_per- 
petual inventory is absolutely necessary 
in any shoe department. If a number 
isn’t selling, get it out—Display It. 
Urge your salesmen to talk this num- 





Honorable Mentions 


The following participants in 
the Recorder’s June prize problem 
are awarded “Honorablee Men- 
tion” for the excellence of their 
answers: 

John B. Hodges, The Royal, 
Inc., 340 West Broad Street, Sa- 
vannah, Ga. 

Leon Ftanzblau, salesman at 
Edward Shoe Co., 110 Smith 
Street, Perth Amboy, N. J. 

Bernard Gerrick, assistant man- 
ager, Mary Jane Shoe Store, Lan- 
caster, Pa. 

E. E. Evans, salesman and 
manager of G. R. Kinney Co., 674 
Wabash Avenue, Terre Haute, 
Ind. 

J. Burke, Burke’s Shoe Store, 
1501 Elysian Fields Avenue, New 
Orleans, La. 

Osborne O’Rea, O’Rea’s Boot- 
ery, Big Springs, Tex. 

Alford R. Owens, salesman at 
The Fieishman Company, 426 
North Main Street, Anderson, 
Ss 


. & 

J. R. Oliver, The Lichesky Dry 
Goods Co.’s_ shoe department, 
Larned, Kan. 

Alice E. Perry, Perry’s Shoe 
Store, Gloucester, Mass. 

Mary Katherine Merchant, Her- 
man’s, Pueblo, Col. 

Marvin Dunbar, The Blount- 
Harvey Co., Greenville, N. C. 

L. D. Friedland, The Hamlan, 
Inc., 208 S. Main Street, Akron, 
Ohio. 

L. L. Cherry, Cherry’s Shoe 
Store, Scotland Neck, N. C. 

R. K. Cleveland, manager of 
Masters Shoe Co., Elgin, Ill. 

John Rockwell, Walk-Over Boot 
Shop, Lynn, Mass. 

Victor J. Marks, Marks Shoe 
Store, Danville, Pa. 

Max N. Kessler, Chandler’s 
Boot Shop, Atlanta, Ga. 

Al S. Furman, salesman at Ar- 
thur Newman’s, 3825 Third Ave- 
nue, New York. 

Irving Atlas, A. S. Beck Shoe 
Co., 535 Main Street, New Ro- 
chelle, N. Y. 

Samuel Pigula, assistant man- 
ager, A. S. Beck Shoe Co., Hack- 
ensack, N. J. 

Louis A. Baum, salesman in the 
Grand Leader Department Store, 
515 Felix Street, St. Joseph, Mo. 

Al Kula, The Rose Shop, Hot 
Springs, Ark. 

Jack Pasman, manager of shoe 
department of the Charles Stores 
Co., Winston-Salem, N. C. 




















“Don’t forget the old love.” But, 
boy, it takes a long, loud sales- 
man’s song to move ’em. 


ber to every customer. If it continues 
to be a slow seller, put a p.m. on it. 
The p.m. method I deem the most suc- 
cessful in selling shoes that have lost 
their newness. This system is a double 
header, both for the store and for the 
salesman.” 


Lynn, Mass.—John Rockwell, Walk- 
Over Boot Shop, says—** Make the sales- 
man show the ‘old’ stock first, and don’t 
award any commission on new arrivals 
until they have been in your store three 
or fcur weeks and have become so-called 
‘old stock.’ Anyone can sell new mer- 
chandise.” 


Here’s a Sample 


Stock Chart 


LANCASTER, PA.—Bernard Gerrick, 
assistant manager Mary Jane Shoe 
Store, says—“The following is the 
method by which to sel a line down 
to the last two pairs, and completely 
out: First, shoes shoul be stocked by 
this chart, as follows: 

2% 33% 44% 5 5% 6 

Saptrtrer 2 


“(Use one of the size 4's for dis- 
play). This chart is balanced to give 
the merchant an ample amount of sizes 
where necessary. Of the six hard-to- 
sell sizes (24-3-34-7-74-8) there are 
just six pairs. The line will quite 
naturally sell down when new to about 
seven or eight pairs. As a working 
point, we will assume that the shoe is 
a $5 seller. From the fourth to the 
last pair of all lines, p.m.’s should be 
paid, as follows: 4th to last pair re- 
maining unsold 15 cents; third to last 
pair remaining unsold, 25 cents; sec- 
ond to last pair remaining unsold, 35 
cents; last pair remaining unsold, 50 
cents—four pairs—total p.m.’s, $1.25. 
Quite naturally, a salesman will work 
a line to four pairs, for each pair sold 
means extra money. The p.m. scale in- 
creases on higher-grade shoes.” 
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No. “V-10” is not the name of a 
new submarine, Salesman Sammy. 
It means a whole day off. 


“Vacationize” Your Shoes 


New Orvteans—J. Burke, Burke's 
Shoe Store, says—“When a lot gets 
down to several pairs, and it is plainly 
seen that you have not yet made your 
proper percentage on your investment, | 
would suggest segregating these lots, 
running the lots by sizes in special sec- 
tions and marking same ‘V,’ meaning 
vacation. On those hardest to sell, mark 
‘V-3,’ meaning three hours vacation for 
clerk selling same; ‘V-2,’ two hours; 
‘V-1,’ one hour. This plan will work ex- 
ceptionally well at this time of the year, 
because a clerk will hustle to sell five 
*V-2’ shoes, which will mean 10 hours, 
or a whole day off. The proprietor will 
be the judge of the day the clerk is to 
take, dull days being taken into consid- 
eration. This plan can also be worked 
through the winter months, clerks hav- 
ing the privilege of taking their ‘V’ 
hours on dull winter days, or they can 
be credited on summer hours. This plan 
is superior to the p.m. plan, because a 
salesperson will not work hard on p.m.’s, 
unless same are very large—and when 
p.m.’s are large, tliey cut down percent- 
age of profit for employer.” 


Create Desire to Buy 


Kessler, 
Shop.—‘“When a 
‘passed-up’ number has been sold down 
to a small quantity, I would suggest that 
a 25-cent p.m. be placed on the greater 
part of them, and on the remaining few 


ATLANTA, "“Ga—Max N. 
Chandler’s Boot 


pairs, 50 cents or one dollar. Stress to 
salesforce the extra money which they 
can make; segregate stock in. front sec- 
tion of store. Here is a simple method 
of selling a customer just the shoe you 
wish to sell her: 

“Salesman—I would like to show you 
a shoe which I am sure you will like 
better than the one you selected. I hope 
that I have your size (thereby creating 
a desire to see the other shoe). If nec- 
essary to show other shoes, always leave 


the p.m. shoe with the customer, so that 
her mind is centered on same, intelli- 
gently explaining its fine fitting quali- 
ties. Suggest trying on mate and wear- 
ing it out. 


“The Rule of 
Ten” Explained 


TerrE Haute, Inp.—E. E. Evans, 
salesman and manager of G. R. Kinney 
Co., says—“Sometimes a new style does 
not sell. Perhaps the clerks are preju- 
diced against the style—it does not fit 
well, or for some reason not a pair 
has been sold during the first two weeks 
the style has been in the store. Of 
course, this is not an old style—neither 
are the other slow moving styles in 
the store ‘old stock’ to the customer. 
Everyone engaged in selling appre- 
ciates receiving cash for his efforts. 
No manager wants to put a p.m. on 
new merchandise. Therefore, on all 
slow moving styles, place a red star 
sticker, or some other designating 
mark. If the clerk sells ten red stars 
a week, he receives ten cents for each 
red star sold. If he does not sell ten, 
he does not receive any extra bonus. 
For all over ten, he receives ten cents 
each. With this plan, even the last 
two or three pairs of a style will sell.” 





More “Do’s and Don’t’s” 


New Bern, N. C.—C. B. Gar- 
rett, Jr., manager of the Wayne 
Shoe Store, writes: “Reading in 
the April 27 Retail Shoe Sales- 
men’s Section of the Recorder, the 
“Do’s and Don’t’s” of J. S. Frank, 
buyer of the Bon Marche Dry 
Goods Co.’s shoe department, 
Lowell, Mass., reminds me of 
what I told my salesforce when I 
took charge of this store, namely: 

Don’t smoke in the store. 

Always mention hosiery, polish 
and laces. Always suggest pol- 
ishing colored and white leather 
shoes before wearing, “to make 
them last longer.” 

Sell large size polish (50 cents). 
Wrap it up without asking, “Do 
you wish the large, or small, 
size?” 

Use measuring stick, always. 
This gains for you customer con- 
fidence. 

Always place the shoe back in 
the box—the left first, folding tis- 
sue over it, and the right with 
tissue, covering entire shoe. 

First ask customers to be seat- 
ed—show them the best seat 
available (in summer, the coolest 
spot). Then ask: “Do you wish 
black, or a colored leather shoe?” 

Never let a customer leave your 
store without saying, “We will be 
pleased to have you call again.” 
If you don’t sell her, tell her you 
—_ to have “it” next time she 
calls. 
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When you want salesmen to con- 
centrate on the older stock, don’t 
let them see the new arrivals. 


They “Slick and 
Clean ’Em” Daily 


LaRNED, Kan.—J. R. Oliver, sales 
man at Lischesky’s shoe department— 
“Continually emphasizing the import 
ance of salespeople knowing their stoc! 
thoroughly is one answer to the ques 
tion. The other day, a customer aske 
to see something in light colored pump: 
we had just unpacked several very at 
tractive styles, but the salesman remen 
bered only one pair of an older numbe: 
in size 8-A, the size she required. She 
purchased that pair, paying the origin: 
price, closing out that style, ‘slick an: 
clean.’ This is an every-day occurrenc: 
I believe that 331-3 per cent, average 
initial mark-up, novelties included, ; 
sufficient to net a fair return on investe:| 
capital, and will mean a cleaner net 
stock. Another solution might be new 
paper ads, announcing special broken 
sized lots and discontinued numbers on 
the bargain table at a moderate redu: 
tion. A good sized price card should be 
displayed and a window installed, with 
price tags on every pair to ‘hook-up’ 
with the ads. I would then and there 
resolve to use a little more backbone 
and to see that there was less ‘passin 
up.’ You wouldn’t have to be ‘hari 
boiled’ about it, either, for there are 
very few salespeople who are not wi! 
ing to cooperate, when the matter 
hand is politely, kindly, and thoroug! 
discussed.” : 


Put “Old” Stock Up Fron 


St. JosepH, Mo.—Louis A. Bau 
salesman in the shoe department of ‘'\e 
Grand Leader Dept. Store, say 
“When a new number comes in that w'! 
compete with a number in stock, put ' 
newer number in the background, 
the salesman will naturally show ' 
older shoe first. There is always a s 
tion from which it is easiest to sl 
shoes. A salesman works that part 
the stock that he knows the best. 
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“BLACK DIAMOND PATENT. 
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la 
s The Artist 


s and the Leather “Buyer 
4 Were “Both Correct 


p We showed askin of the new BLack DiaMonpb 

* patent to an artist... and he stood far back to | 
admire it. “It is as brilliant as a raven'’s wing ... it 

is pitch-black, jet-brilliant, and beautiful as a mirror , 

of polished ebony.” 











‘ 

hands, bent over it, examined it closely, and tested it ¢ 

thoroughly. “It is right,” he said, “the grain is fine and ¢ 

tight — it will snuggle to the last. It has worlds of + 
character. A real jet black, and that soft, mellow 

& feel that makes shoes ‘go.’ It ought to work * 

well in any factory.” 
é f 


4 
We showed it to a leather buyer. He took it in his | 
¢ y 
é 
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Both the artist and the leather buyer were 
correct. The new Brack DIAMOND | y 
patent leather is right. Write or s 
wire for a sample. 
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179—Black Ruby Kid One Strap 
Cutout Pump. 13/8 heel. New- 
ort Lay. a ees Widths A 

» E. 


a 


Blac k Ruby Kid Five Eyelet 
Tie. 13/8 heel. Belmont Last. 
83 ss" k. Widths A to D. 


\ 


386—Black Ruby Kid One Strap 
Sandal with Drill Quarter Lin- 
ing. 9/8 heel. Oakland Last. 
In stock. Widths B to EE. 
$2.25. 
F111—Same as 386 in woe nde. 
In stock C to EE. 


% 


388S—Black Ruby Kid Two Strap 
Sandal with Drill Quarter Lin- 
ing. 12/8 heel. Oakland Last. 
In stock. Widths B to E. 
$2.30. 
F112—Same as 388 in lower grade. 
In sotck B to E. $2.10. 


OUR COMPLETE LINE—ROOM 


Boston 
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SPEED 
SUMMER 
SALES 


FASTER A-W. IN-STOCK SERVICE 





ODAY we offer you the fastest shoemak- 

ing time-schedule—the finest and fastest 
St. Louis-Auburn in-stock service—stabilized 
styles that do not depreciate in selling-value— 
and the finest quality of materials and workman- 
ship in the history of these nationally advertised 
Constant Comfort arch-supporting turns. Made 
100% on the new Co-ordinated Lasts and 
Patterns. 


Leadership in turn-shoe production has taught 
us how to serve the best interests of 10,000 
retailers. To us this leadership is a constant 
challenge to be the first to find newer, better, 
faster ways of speeding up A-W dealer-profits. 





See the 


CONSTANT COMFORT IN-STOCK LINE 
at the Boston Show 





AULT-WILLIAMSON SHOE COMPANY 


Turn Shoe Specialists 
Boston, Mass. Auburn, Me. (Factory) St. Louis, Mo. 


102 





FROM AUBURN i 
ENetic We Nee NOE 


Prevent. Op 
PRESERVE | lA 
yourPROFITS | “Eee 





HE unequalled qualities of Modern Pro- 
phylactic Shoes prevent consumer foot- 
troubles and complaints, protect you against a—_- Pump, T4/s ‘het, “el 
mont Last n stock Vidths 
3.85. 


quick-style depreciation, preserve your full _ A to D. 
193-1 =o ag “* oy sian 
mark-up profit to retail at $6 to $8. anil 


Made 100% with new Co-ordinated Lasts and 
Patterns—cottage shanks and perfected arch 
supports—tight ankles, and kidskin linings— 
exceptional fitting qualities and extra-quality 
9-iron turn soles. A new and distinctive line of 
popular daytime turns for well dressed women. ; ie ~ ee 


. Newport Last. In stor = 
Special cartons and dealer helps smartly mod- _ _ Widths A to D. $4.85. 
ad 187—Same in Black Kid. 14/8 heel 


ernistic. Advertised in 85 publications. ee 





See the 
PROPHYLACTIC IN-STOCK LINE 
at the Boston Show so See, Boe Be, te gee 


port Last. In stock. Widths A 
to D. $3.85. 
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AULT-WILLIAMSON SHOE COMPANY 


Turn Shoe Specialists 
Boston, Mass. Auburn, Me. (Factory) St. Louis, Mo. 
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WO early fall style-drifts click decisively in the Cushman Hollis showing 


Center Buckles on straps and the Urge for Oxfords. 


This is the Buckle Age and strap shoes, to be most saleable, must have the 
buckles. We illustrate a brown kid C-H strap of this type which is already 
a big favorite. It’s trimmed with a blend of dark brown suede and is made 


on the 184 last, carrying an 18/8 spike full Louis heel. 


The darker oxford shades will sell in the late fall, while school and college 
girls will lead demand earlier with the lighter colors. We also illustrate 
what might be called the Dress Oxford and the Collegiate Oxford modes. 
The smart 19/8 full Louis heel number is of brown suede, trimmed with a 


fancy embossed leather, and has a dark brown kid saddle. The last is 253. 


The outstanding leathers and 


fabrics for fall will be suede, 





brown kid and dull blacks— 
with velvet strong because of the 


suede vogue. White satins are 






good, too, since there will be lots 






of them tinted to go with after- 





noon and evening gowns. 


CUSHMAN HOLLIS 


I7ODLINCOLM JSTREET-BOSTO™N: 
AELBARNYDW BUILDING 
FACTORY AND HOME OFFICE AT AUBURN, MAINE 
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MORE Q@UALIT Y SHOES 
ANNE Ne WENN NeW Neale 


QUALITY MATERIALS 
QUALITY WORKMANSHIP (09.9 7 tise Seca’. 
STYLE AUTHENTICITY 999 fais eh 
MERCHANDISING SERVICE 990.97) Stn 2 ie) 


FAST DELIVERIES 02.9 tober 


Auburn, Maine, Customers Appreciate These Facts— 


They Profit through Their Business With Us. 


ANAWEWANP WA WA WPA WA WA MAW 
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FROM AUBURN MA HEINE 
NNN NENW NOW Nowell 


OOTWEAR buyers everywhere rec- 


ognize the pronounced improvement 
in the quality and grade of Auburn, Maine, 


shoemaking. 


Auburn, Maine, footwear—men’'s, women’s and 
children’s—is sold today in the leading retail out- 
lets in every city and community in America and 
in many foreign lands—with sound profit to mer- 
chants and complete satisfaction to wearers. 


Auburn, Maine, footwear, made to quality stan- 
dards as never before, and styled by designers of 
national distinction, is produced and distributed 
by manufacturers who understand and answer the 
demands of modern merchandising and manufac- 
turing, in accordance with the highest standards 


of honor, reliability, confidence and co-operation. | 


MEMBERS OF AUBURN SHOE MANUFACTURING ASSOCIATION 


Abbott, Armstrong, Abbott, Inc. Field Bros. & Gross Company 
Androscoggin Shoe Company H. G. Lumbard Shoe Company 
Ault-Shackford Shoe Company Moran-Herman-McManus, Inc. 
Ault-Williamson Shoe Company Munroe Shoe Company 

Barker Shoe Company Alfred J. Sweet Company (Div. of U. S. 
Cushman-Hollis Company Shoe Co., Cincinnati) 


Dingley-Foss Shoe Company Wood & Smith, Inc. 
LEWISTON, MAINE 


Holmes-Terhune Company Ellis-Eddy Company 


ZA PSA WPAWAWPA WA WA WA WA WA WAWF 
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MORE QUALITY SHOES 
LNW We We NOW WW Wo Ww We 


R@© S S ’ 
[ PATENT NO. 1645191 ] 

Real selling ideas mark the s 

difference between a doubt- 

ful and a sure profit to the 7 

dealer. In this Gross shoe 

we offer a forward advance a 

in shoemaking that assures a et ; 

a certain profit as well as a gS ne 

most satisfied customer. y . : 


A pair of these shoes worn 
steadily for seven months 
Scns shows as smooth an insole 
— surface as the day it was 


4 ; put on. This means in- 
e ordinary heel a creased comfort—plenty of 
service and less wear and 








gS 
ite Bg 


tear on both socks and feet. 
Can you beat that for a 
real selling feature? 








FIELD BROS. & GROSS CO. 


AUBURN — MAINE 


When in Boston be sure and 
see this innovation in Men’s 
footwear and let them tell you 
of well known houses who are 
selling the Gross nail-less shoe 
with profit. 











Boston Office—183 Essex St. 
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FROM AUBURN MAINE 
ENE NeW Ww Nor We Nee le 


SPECIAL FEATURE 


“Turnarch” New Method Shoes 
Will Hold Their Shape! 








P 


Patents applied for— 
Serial Number 366639 


¢ ¢ 


HEN we built an extra measure of corrective comfort 
into our shoes by a new method of Turn construction we 


made the ‘““Turnarch” sole mark a symbol of great value to merchants 


everywhere. 


Shoes made over our newly-discovered method of turn construction 


will absolutely hold their shape. 


Located in different parts of the United States there are thirty-five dis- 
tributors, the closest one of which can give you over-night service on 
this safe, staple line of heavy sole Genuine Hand Turned shoes that 


are meeting with increasing approval every day. 


H. G. LUMBARD SHOE CoO. 


W. O. STEVENS 


Boston Office AUBURN, MAINE J. D. LUNN 


54 Lincoln St. 
Manufacturers of Turn Shoes Exclusively 


PR PE Heep maven temo = 
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MOQORE QUALITY SHOE SE 
eNener[ WW NNN | 


Hit the Bullseye o 


& 





C2218—Patent Center Buckle One-Strap. 14/8 heel. 
Copley Last. In stock at Auburn only. Widths 


BA 00 Di... cc ccccccccccvcscorssccecccses $3.45 


©0000——-Seme in yey me In stock at Auburn 
only. Widths AA 00 D.....ccccccccccess $3.35 


— Same as C1118 on Avenue Last. In stock 
St. Louis only. Widths AA to D...... $3.35 
A2218—Same as A1118 in Patent. In stock at St. 
Louis only. Widths AA to D revvenee ee 


wa 


C4260—16 Faun Kid Center Buckle Water Snake 
Strap. 14/8 wood heel. Copley Last. In stock 
a Auburn and St. Louis. Widths AA 3.88 





61050 —-Suaiee Center Buckle One-Strap in Black 


id. 14/8 wood heel. Copley Last. In stock 

at Auburn only. Widths AA to D........ $3.85 
C2216—Same as C1116 in Patent. In stock at 
Auburn only. Widths AA to D.......... $3.85 
Alti6—Same as ©1116 on Avenue Last. In stock 
at St. Louis only. Widths AA to D...... $3.85 


A2060—Same as €4260 in Patent on Avenue Last. 
In stock at St. Louis only. Widths AAA to 
Cc $3.85 





C2261—Patent Five Eyelet Tie. 14/8 heel. Copley 
Last In stock at Auburn only. Widths A 
TD DD cvdccccvevccssccescedsvsnsersessaet $3.40 


Cii6i—Same in Black mie. In stock at Auburn 
only. Widths AA to E..........+-eeeeees $3.40 


Ali61—Same as C1161 on Avenue Last. In stock 
at St. Louis only. Widths AAA to D...... $3.40 


A2261—-Same as Al161 in Patent. In ven at 
St. Louis only. Widths A to D.......... 3.40 


<n 


Ciitti—Black Kid One-Strap Pump. 14/8 heel. 
Copley Last. In stock at Auburn only. Widths 
AA to E $3.25 





a wy = Patent. In stock at Auburn only. 
WEED BR WD Beccccccdesccccccsvccccccse $3.35 


Ettit—Same as C1111 on Eastland Last. In stock 
at St. Louis only. Widths AA to D....... $3.25 


E221!1—Same as Ell11 in Patent. In stock at St. 
Louis only. Widths AA to D............ $3.25 
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They sie 

LE cotldné be done. ~ ~ 
ani ther. came the new 
ANN ELISE LINE 


“You must sacrifice quality of material and wear The 

to give appearance, fit and style appeal,” they told us. retail 
“You can’t have quality, fit, style, and good shoe- 

ki ll in th li : , stanc 
making all in the same line, in your price-range. 

You’ve just got to sacrifice something.” throt 

new | 

The 


But Ault-Shackford went ahead without regard to anything that had thi 
been done before. Ault-Shackford developed an entirely new line : 


of welts aimed at the very bullseye of the Great Open Market pol 
YOUTH! They made the Ann Elise arch-supporting welts, a line Pye 
built of quality materials, fine shoemaking, flashing style, pleasing fit— ; 

t co 


a line geared to the preferences of the most profitable, pace-setting, 
free-spending customer-group in America .. . YOUTH .. . young PEP, 


women from 15 to 30. have 
. ing it 

This line is made to retail at $5 and $6 (some merchants get $5.50 stores 
and $6.50). Allie 
Then a line of Ann Elise Fashion Welts, of light and airy grace, but on th 
again with those features so essential for merchants who plan to build of sn 
greater sales success not only for today but for years to come. = 
of s 


The Ann Elise Fashion Welts retail at $7 and $8. (Many merchants years 
get $7.50 and $8.50). 


AULT-SHACKFORDSH 


Boston, Mass. Auburn, Medi (Facto: 
110 
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FROM AUBURN 
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d wear 
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range. 


t had 
line 
line 

fit— 


tting, 


oung 


$5.50 


, but 
suild 
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The Result Is—the Ann Elise line provides large-volume business for 
retail merchants—affords an opportunity to confine buying to one out- 
standing producer in the popular price-range—gives quick turnover 
through in-stock service on many styles—cultivates the patronage of 


YOUTH. 


The Ault-Shackford Shoe Company doesn’t say to you, “You must do 
this and that to get the agency for Ann Elise Shoes”; but they do 
say, “We simply want to co-operate with you as our interests become 


new customers at their most impressionable time of life . . . 


mutual and as our problems become common ones, when you become 
the Ann Elise agent in your community.” 


It couldn’t be done. But here it is—the new Ann Elise Line! With the 
pep, the punch and the appeal of Youthfulness, Ann Elise Shoes 
have surpassed all past and present standards of successful shoemak- 
ing in women’s welt footwear retailing at $5—$6—$7 and $8. (Some 
stores get $5.50 to $8.50.) 


Already several hundred retail merchants have bought and reordered 
on these shoes—another evidence that Ann Elise Shoes, the debutantes 
of smart welt society, have “It” in charm, quality, fitting features and 
performance to suit the pace-setting YOUTH market, the foundation 
of shoe sales to women, old and young, in your town today and for 


years to come. 
Yours most sincerely, 


(sig.) CHAS. AULT, Pres. 


—DSHOE COMPANY 


, Mell (Factory) 





St. Louis, Mo. 
111 
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OPEN 
MARKET 








M1610-—-Snake Three Eyelet Tie No. 186 Kid 
Quarter. 15/8 wood heel Mayfair Last. .$4.75 





8 


2 


F 2423—Patent One Sine Black Calf Quester ¢ 
es ED iv 0600 cen s0csescess .$: 





M4515—No. 22 Brown Kid One-Strap with No 
186 Kid Trim 15/8 wood heel Mayfair 
MD 6000908005065 eecescvesnesenese $4.35 





weer- No. 22 Brown Kid Four Eyelet Tie. 14/8 
$3.75 


ATHER Faire 


P) 


ROOM 425 
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“HReptile Leathers... 


a style=staple today...” 
says the BOOTERY 


T the Fashion Cross-Roads of the World—42nd Street near Fifth 
Avenue—the Bootery is a shop where style shoes turn over in 







Shoe in : A 
ALPINA Genuine LIZARD big volume—w here customer preference registers accurately. 
by the BOOTERY This shop knows that reptile leathers have added their brilliance 
nee ‘ to the beauty of women’s shoes. 





Last spring the Bootery has played genuine Alpina big — anid 
they played it successfully. They know—as does every successful 
shop—that the imported Swiss-tanned Alpina is a leather unequalled 
for quality anywhere in the world. Its brighter appearance, its 
greater durability, its suppleness and flexibility make it the choice 
of careful designers. 





















. 


£74 < 

ei F Sy SE FRR 9903 

ied Re EAD Pe PF ye 364 
2p L200 f 292 













ieee ‘ A ‘ ‘ P P 

SAMA MATISSE" This fall will be a season for LIZARDS. As usual, genuine Alpina 
. . +7 Reg ‘ ° ° ° . 

saree Ooh Sesrt tr sR, will again make sales history! It’s good business to see what Hecht 


is showing in new colors for Fall. 
Send for samples of Calcutta, Java and Nesian Lizards. 


a. F. HECHT & COMPANY, Ine. 
Ff es (World’s largest distributor of novelty 
leathers and Alpina genuine reptile skins) 








After July Ist at our new offices— 


44-50 EAST 32nd STREET 
just off Park Ave. 


tas eae 
AEE IS 









Send for 


“THE 
VOGUE OF 
REPTILE 
LEATHER” 


How Reptile Lea- 
therscome to Fa 
ion — How they 
dominate the 
Vogue today. Pro- 
fusely illustrated 
with Reptile Lea- 
ther items from the 
World’s Smartest 
Shops. The Views Krone ; 

of Fashion Author- Bisex. : Se 
ities. Free! Ask for Bs se oi. RR £ | 
a copy. SS BE s , 


ALPINA cenuinE LIZARD 










































, a 
2 | 


‘ifth 
r in 


ance 


and 
ssful 
alled 
, its 
1Oice 


pina 
echt 





June 29, 1929 BOOT AND SHOE RECORDER 








— 



































The Koh-i-noor Jewel Clasp is inserted 


If adjustment is 

necessary, the ball part 

is clipped off with a nipper 

by placing one jaw between 
shoe and ball part, and the other 
on neck of ball part, as illustrated. 


Only a pin hole will remain in the shoe. 

















To attach a new ball the pin is pushed 
through the tab from the inside on spot 
desired. The ball is then placed on the 
pin point and both pressed together, as 
illustrated. 











To adjust the buckle loosen strap and 
move to the correct position. The twin 
lock holds the buckle on the strap firmly. 


into and fits any buttonhole. 








Exclusive Licensee: 


The Riker Company 


Main Office and Factory 
480 Washington Street, Newark, N. J. 
Boston Office: 10 High Street 





Koh-i-noor Jewel Clasp Koh-i-noor Jewel Buckle 


INCREASE YOUR SALES: 


Koh-i-noor Jewel Clasps and Snap 
Buckles changed and bettered the fasten- 
ing of shoes beyond comparison. 


Women who tried them get so much pleas- 
ure that they want to use them forever. 


Koh-i-noor fastening devices contribute 
to the salability of your models and express 
their modernism. 


Koh-i-noor fastening devices are guaran- 
teed for wear and against defect in ma- 
terial and workmanship. 


Koh-i-noor fastening devices will increase 
your sales, because your salespeople can 
make precise adjustment while waiting on 
customers. 

You will have no more shoes with marred 
straps from trying on, making them un- 
salable. 

Specify Koh-i-noor fastening devices on 
one line and soon you will insist on getting 
them on all shoes. 


Mr. Walter Klein and Mr. Ralph Turkel will 
gladly give you any information required in 
Boston at the Statler Hotel. 


WALDES KOH-I-NOOR, Inc. 


World’s Largest Snap Fastener Manufacturers 


LONG ISLAND CITY, N. Y. 
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All These Shoes Are 
In Stock 
and 
Made of 
RUBY KID 
































'o. 18, 
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Ault-Williamson Shoe Co. 





tell their 


CUSTOMERS’ 


CUSTOMERS 


Why They Standardize on 


RUBY KID 


Every pair of black kid CONSTANT COMFORT and PROPHYLACTIC Shoes 


carries the following leaflet. 








UBY BLACK GLACE KID (an Evans 

Brand) has become famous for the repu- 
tation it has won by its texture of grain, its 
color and finish, and its comfort and dura- 
bility in shoes. 

The basic raw material from which it is 
made (kid and goat skins) is selected and 
sorted with the greatest care, and comes from 
the world’s best producing section, namely 
South and Central America and the West 
Indies. This involves the constant effort of 
a large organization spread over many coun- 
tries, in order to insure a uniform and regu- 
lar supply. 

The skins are converted into leather by 
the latest and most approved methods of 
tanning. When finished they are graded 
according to their heft, their size, and their 
clearness of surface, into standardized grades 
making them available in value for the vari- 
ous priced shoes into which they are fabri- 
cated. 





14 Why Shehe Shoes are Made of Cc) 
CY) GENUINE RUBY BLACK GLACE Ki DW) 


oti. afield 


Its real “Bronze Black” is the deepest and 
softest black that has been obtained by tan- 
ners. It is free from filler and foreign mat- 
ter and its polished surface is put directly on 
the handsome grain of the leather. 

Its remarkable strength and flexibility in- 
sure comfort to every position of the foot, 
and not only contribute to the life of the 
shoe but heip the shoe retain its shape. 

Every step in the gathering of the raw 
material and everv, process in the tannery 
assures you that only the best leather will go 
into shoes made of RUBY KID, and its uni- 
formity of merit will be retained in shoe after 
shoe, year after year. 

The brand “RUBY KID” stands for more 
than a mere “trade mark.” It stands for 
real effort on the part of the Evans tanneries 
to cooperate with the shoe manufacturer and 
retailer in maintaining quality, uniformity, 
and dependability in shoes. 











By thus taking retailer and public into 
their confidence, they carry the con- 
viction that Ault-Williamson Shoe Co. 
are sparing no effort to see that they 
get the best in terms of black kid 
leather — not merely in their first 
purchase but with each succeeding 
one, 





Philadelphia Boston 


At the same time they stimulate our 
purpose to see that we, the tanners 
of RUBY KID, shall leave nothing 
undone to uphold the public confi- 
dence which we are helping AULT- 
WILLIAMSON SHOE CO. to establish 
for their black kid footwear. 


JOHN R. EVANS & CO. 
CAMDEN, N. J. 


Cincinnati St. Louis Milwaukee Rochester 


















































“Ctandardize on 


Evans Brands 
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“The Union Stamp is a 
Guarantee Against Unfair 
Foreign Competition” 


St cinssceccateaees and retailers fully 


realize the unfair competition that exists 
with foreign made shoes. 





The Union Stamp is a guarantee to the public that 
the shoe is Union Made, therefore must be 


American Made. 


Hundreds of thousands of Trade Unionists, their 
families and friends are conscious of this and 
patronize only dealers who carry Union Stamp 


Shoes. 


Shoe Retailers are apt to judge the demand for 
Union Made shoes by the number of actual re- 
quests. Thisisa false impression. “Trade Union- 
ists buy from the merchants whose shoes, they 
know, bear the Union Stamp. 


ee <oot & SHOR ; 
An indistinct WORKERS UNION Union Stamp 


impression mo —_ is likely to 





‘resembling our be a counterfeit 


factory 


Boot & Shoe Workers’ Union 


246 SUMMER STREET BOSTON, MASS. 


Affiliated with the American Federation of Labor 


CHARLES L. BAINE 


COLLIS LOVELY 
General Sec’y-Treas. 


General President 
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oth" SMOO7;, 
INNERSOLE 


EXCLUSIVE’ PATENTED’ 





EASY SELLERS! | ON DISPLAY 


HOTEL STATLER 
CERTAIN REPEATERS! ROOMS 592 and 594 


¥ 





TREMENDOUS TRADE BUILDERS! 


“eax 


PECK SHOE co. 


WORCESTER, MASS. 
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IBU'Y' In The NEW 


AS HOT AS THE WEATHER! 


4 


$2. 
2% Discount 10 Days 
Net 30 Days 


5% Discount 
In 36 pair 
Case Lots 












Patent with Kaffee Kid Trim 
Ne. 1900—20/8 Spike Heel 


No. 190i—14/8 Baby Spi 
Ne. 1962—13/8 Cuban Teel ane No. 834—14/8 Baby Spike Heel 


Gunmetal Patent with trimming to match Sawe in Parchment Kid, French Corded 
° 2 : No. 83i—21/8 Spike ~~ 
No. Desa Heel; No. 1911—Baby Ne. 832—14/8 Baby eel 
ALL THESE NUMBERS IN STOCK “tutt chrome 
FOR IMMEDIATE DELIVERY No. 827—14/8 Baby Spike Hee) 
ORDER NOW! No. 828—13/8 Cuban Heel 


LEVEY BROTHERS SHOE CO. puane'stREET 


Blue Kid Pye Corded Oxford 
No. 833—21/3 Spike Heel 


Nee 826—21/8 Spike Heel 


SHOE RECORDER 





Women’s Novelty Shoes-——-In Stock 





Ne. 206—All White Elk 
No. 7258—White Elk, black sad- 
dle 


No. 7260—Smoked Elk, 
BOGGIO occ ccc ce ecrvcces 35 


J. WEISS SHOE CO., Inc. 


137 Duane Street 


Ne, 204—White Elk, 1 
tip, saddle and foxin sees ere 
No. 7253—Beige m 
saddle and foxir .. ae 








June 28, 1929 





ll 


Great New York Sha 
Barometer of Tral{ve 


I T is conservatively estimated that in 1928 over 
$100,000,000 worth of shoes were sold in the 
great New York wholesale shoe market, and from all 
reports, this figure will be greatly increased during 
1929. Some of the market establishments report a 
business increase of over 40 per cent for the first six 
months of the year. 

This is exceedingly interesting, for the New York 
Market, merchandising every conceivable type of {oot- 
wear, is in a position to give one a quick picture of 
the general prosperity of the shoe industry. With the 
large in-stock departments of the various houses of the 
market, there is an immediate reaction when retail busi- 
ness, throughout the country, is good or otherwise, as 
retailers quickly replenish their stocks, or else refrain 
from ordering. In fact, the New York Market is a 
sensitive barometer of conditions. 

Whether vou are a merchant doing a $25,000 yearly business, 
or a big chain store unit doing $1,000,000 per year—whatever 


your requirements—whatever your trade desires—your needs 
can be quickly satisfied by the market establishments. 


On these pages twelve of the leading market houses offer 
you timely merchandise that is worthy of your consideration. 











REG. U.S. PAT. OFFICE 
have that skillful hand-weaving of colorful leathers that 
distinguishes, them from all other types of footwear and 
is the source of their popularity throughout the world. 
Visit our new Boston office—Room 515, Statler Building 


Insist on the genuine which is registered for 
your protection and exclusive selling 


GOLO SLIPPER COMPANY 


129 DUANE STREET 


° 


HIGH GRADE TURNS—IN STOCK 


No. 271—Black dull kid, center buckle, 
15/8 Spanish Heel .......ccsceee- 60 







No. 270—-As No. 271, Patent and Kaffor 
kid trim, 15/8 Spanish Heel....... . 


No. 272—As No. 270, 19/8 Spanish Heel 
$4.60 


No. 273—Brown kid and gold silk 
kid trim, 19/8 Spanish Heel $4.75 


No. 274—As No. 273, in 15/8 ye 
SD Med .ccccccvcceccosee $4.75 


SAK: HOE COR} 
ea DUANE Sretusuac” YORK 





“Cushions of Comfort for Tired Feet” 


DRLAMPBELL’S 
nears SP? suoe 


















lack Calf 
Trimmed Oxford, Leather Sole and 2150—Men’s Imported Gun Metal Calf 
Heel, widths A/B to C/D, i= Oxford, ‘‘Correct Arch” last, widths 
OWS Uh... ccccceaccsagssvacsed AA/A to D/E, sizes 5% to 11 $5.00 


POWELL. & CAMPBELL 


122 Duane Street Established 1879 








The Fastest Line of Women’s $2.95 Shoes 


Case lots only 


Catering to large vol- 
ume buyers with over 
100 distinctive indivi- 
dual styles for July 
selling. We will be 
glad to cooperate with 
you on special sales. 





DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 


Headquarters for Mail Order Ilousee, Department Stores and Bargain ! ements 
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ID CENTRAL 
STATION 














We hope you will 
consider this a cordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 











part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
map. Seventn Avenue 

R. T. express to 
Suaaters Street. 
From Grand Central 
Station take the Le.x- 
ington Avenue express 
to Brooklyn Bridge. 
If you take the B. M. 
T. Subway, get off at 
City Hall Station. 
The great wholesale 
shoe market is but a 
block or two from 
any of these stations. 


























BAREFOOT 
SANDALS 


572 Tan Lotus Leather Sole Stitchdown Rubber Heel ..... 11 
670 Smoke Elk Oak No Soak Sole Stitchdown No Heel .... 5 
671 Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel , 8 
672 Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel = 


770 Tan Lotus Crepe Sole Stitchdown No Heel 


771 Tan Lotus Crepe Sole Stitchdown Rubber Heel ..... ae 
772 Tan Lotus Crepe Sole Stitchdown Rubber Heel ....... 1 


661 Patent Full Lined Retan Sole Stitchdown Rubber Heel. $ 
662 Patent Full Lined Retan Sole Stitchdown Rubber Heel. 1 





; : 
_ ee = — 
no Rooks racns hs onto soo 
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a SPORT OXFORDS 
IN STOCK 


Prince Wales, Duplex Soles Women’s Golf Crepe Sole 


Cuban Heel, Welts Oxfords, Welts 
$3.50 B.C.D. $3.00 B.C.D. 
No. 2151 All White Calf No. 5330 Smoke Blk, Tan Alligator 
No. 2142 White Calf, Green Trim Saddle * 
No. 2143 White Calf, Red Lizard No. 5333 All White Calf 
Trim No. 5334 White Calf, Black Calf 
Saddle 


CONCORD SHOE CO., Inc. 


116 DUANE STREET 










A Novelty 
That Sells! 







NE Ww I MP , a 7 STRAW EFFECTS 
In Parchment, Blue, Green, Black with 
gracanntliesr en ticennedicseselbee $2.85 
21/8 High, 14/8 Military and 14/8 Baby Louis Heels. 
Sizes 2% to 8. All Kid Trimmed—in Stock—Order Now! 


co 













159 Duane Street New York 





IN STOCK — RIGHT NOW! 
“A PAIR OF ACES” 





A see | ty Balloon toe 


last, 22/8 spike heel, Kaffor “ ” 

kid = rf ms. — $4.00 in Mustinns } 
id, and Patent leather trimm ” wre 

with fox to match. A-B-C Widths Tan Grey Blue 





_Duane_Shoe (ompany, 


143 DUANE STREET 








oes on ime 








Armour’s Ivory 

Kip, Ganges Alli- 

gator Trim; Griess- 
er's Tan Ki 


Ganges Alligator Trim ; Northwestern’s Whippet, Ganges Alligator Trim ; 


White Elk, White Calcutta Lizard Trim; Black Calf, Black Calcutta Lizard 


Trim. Goodyear welt, 2% to 8, C Wide, $3.00. 


B. FRIEDMAN SHOE CO., Inc. 


1089 READE STREET 





ESTABLISHED 1880 


IN STOCK—-FOR IMMEDIATE DELIVERY 


dirua Beads to Sec 
SHOE CO Inc 
SPREE SHES et 
Tie ouame gx O*simaror "eam on 













1678—Women's patent leather center 





buckle ene strap with gypsy vamp and 1600—Patent leather bow pump as il- 
gun metal patent underlay High lustrated with high heel Same in 
heel Same in baby Spanish heel black satin, green kid, blue kid and 
Also in all over blue kid, purple kid, gun metal patent leather All high 
lavender kid and white kid. All high heels  Giiiseseess Price, $2.25 
Bees, C WEIR... cccvesecs Price, $2.25 


BLEECKER SHOE CO., Inc. 138-140 Duane Street 
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“VT ittle’’ Things—like 
Seams and Heels—Make 
a Tremendous Difference 


Van Raalte Silk Stockings stand out 
simply and strongly in the midst of 
chaos—- because Van Raalte pays strict 
attention to those /ittle things that 
loom so big in fashion matters. 

Van Raalte Silk Stockings show 
finesse in every minute detail—in 
their thread-like seams, rivalling the 
finest hand-tailored seams of the 
foremost French manufacturers— in 
their dainty square heels, the pref- 
erence of well-dressed women at 
smart social rendezvous. 

Because their “fine points” are as 
subtly unnoticeable as fashion re- 
quires—you know you are right in 
offering Van Raalte Silk Stockings 
to your very smartest customers. 


SSK 


SS! 


VAN RAALTE COMPANY 


yy 


295 Fifth Avenue, New York 
lk Stockings, Underwear, Gloves. 
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Ma 


A Prescription 


’ el 


Against the Ills 
of FIRE 


E issue Central Policies to our clients with 

much the same feeling of responsibility 

that the doctor must feel in writing a pre- 
scription for a patient. In medicine, it’s the 
protection of health—or life itself. In insur- 
ance, it’s the protection of property—perhaps 
of business life. 


Central Policies provide protection of the very 
highest quality. The company is one of the 
strongest insurance organizations in America. 
with a reputation for fair adjustments and 
prompt settlements. On top of this unques- 
tioned quality in protection, Central’s annual 
dividend—30% for the last eight years—effect:- 
a most substantial saving in insurance cost. 


Careful buyers are bound to be interested 
in further information about the protection 
and the saving offered by Central Policies. 
Such information will be gladly and 
promptly given. 


A Driendy 
Company 


*-CENTRAL 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 


— 


RISKS 


— 





FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT 
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A WINNER! 


NEW IMPORT STRAW EFFECTS 


All Colors — All Heels — 
ce All Kid Trimmed 


e 


June 29, 1929 





ALL ONE PRICE 





IN STOCK IN THE 
FOLLOWING COMBINATIONS: 


21/8 FULL SPIKE HEEL, ROUND 14/8 BABY LOUIS HEEL, ROUND 
TOE TOE 


6402—Black and white with Patent 6404—Black and white with Patent 
leather trim leather trim 
6405—Parchment and white with 6 , ' 
Sess 16h ein 407—Parchment and white with 
6409—Blue and white with blue kid Parchment kid trim 
trim 6411—Blue and white with blue kid 
trim 
14/8 MILTARY HEEL, ROUND 
TOE 
6403—Black and white with Patent 10/8 a ROUND 
PO. tga white with 6408—Parchment and white with 
Parchment kid trim 


Parchment kid trim 
6410—Blue and white with blue kid 6412—Blue and white with blue kid 
trim 


trim 


ALL IN STOCK — IMMEDIATE DELIVERY 
ORDER NOW! 


co 


159 DUANE STREET NEW YORK, N. Y. 
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SPATS 


IN STOCK 
IMMEDIATE 
DELIVERY 


$12.00 to $24.00 
PER DOZEN 


Special Prices to the Jobbing 
Trade 


Fat Spat Profits 
On Low Shoe Business 


VERY time you sell a man 

low shoes you have a 

spat prospect. You can’t 
sell "em all—but with Fit Rite 
Overgaiters you'll sell enough to 
clean up a nice profit. These 
spats are trim and natty, with 
smart leather piping around the 
top and carrying the popular 
four-hole buttons. In gray, fawn 
and all popular shades. 


We particularly draw your atten- 
tion ‘to an imported English Box 
cloth number at $24.00 per dozen. 


We make them and carry all num- 
bers in stock. Prices—$12.00 to 


$24.00 doz. pairs. 


” 


New York Office: 
Room 754, 
Marbridge Bldg. 

















The juvenile line which makes friends quickly 


Experts in children’s shoemaking have de- 
veloped these little shoes for merchants who 
demand something considerably better than 
the ordinary shoes in the Humpty Dumpty 


price range. 
They are outstanding good fitters; 
They are smartly styled in the best of taste; 


And they wear without unprofitable “come 
backs” and complaints. 


Samples of our new models will be gladly sent 
at your request. 


WILLITS SHOE CO. 


HALIFAX, PA. 
IN STOCK IN STOCK 


GOODYEAR 
WELT 





“TRADE MARK 
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BOOT 


HERE WE ARE AGAIN 


AT THE 


BOSTON 
STYLE 
SHOW 
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L. M. OAKLEY 


Sales Manager 


R. H. PHILLIPS 


New York City 
Representative 


Rooms 730, 732 
Hotel Statler 
July 8, 9, 10 


Booth No. 34 
July 8, 9, 10 


H. G. ANDERTON H. T. FOGG 
New England New England 
representative representative 


Fis: of all, we wish to thank you most heartily 
for your wonderful support this season. We hope 
Essex Sport Soles and Heels helped to make the 
season as fine for you as it has been for us. Putting 
style into the sole of a shoe is an idea that has proven 
its worth in dollars and cents. 


NEW and NOVEL IDEAS always do step things 
up. Again we are contributing something unusual 
for the coming Fall and Winter. An idea that will 
be looked for and which will help to sell sport shoes. 


There are many here who will not need an invitation 
to call. From past experience they know that the 
time spent with us is fraught with profit possibilities. 
To all, we extend a cordial invitation to investigate. 
The Essex representatives are here to serve you. 


ESSEX RUBBER COMPANY 


New York Boston Chicago San Francisco St. Louis Milwaukee 
Main Office and Factory 
TRENTON, NEW JERSEY 


panssignsasinumessnmseemenl 
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0A ~ 


SIGHT FOR YOUR BUYING EYE 


A BRAND NEW LINE OF SHOES — MADE BY A NEW COMPANY 
WESTMINSTER HOTEL, BOSTON, JULY §8, 9,.10 


T will be worth a trip to Boston to see the newest shoe line from 

the ““World’s Shoe Market’’—St. Louis. We have created a prop- 

osition—St. Louis shoes, highly styled, to meet the present-day demand 
of volume buyers in popular-price retailers. 


We are concentrating our 3000 pairs daily production on “’St. Louis 
Maid” novelty shoes and ‘‘Parco’’ Arch Shoes. Our new factory— 
modern in every respect—has just been completed. 


PARAMOUNT SHOE COMPANY 


4164 CHIPPEWA ST. ST. LOUIS, MO. 








Arch-O-Thenik Correctives to Retail 


Our customers know—and their customers ~ ~ 
know—that the moulded counter in the to 
Arch-O-Thenik Correctives fits the 
arch of the foot like a fine glove. It gives that feeling of 
perfect fit which every shoe salesman knows is two-thirds 
of a successful sale. 


Five and Six Dollar retailers must be sold quickly. 
Arch-O-Thenik Correctives are quick to get and 
quick to sell. 
Patent Center 
Buckle One Strap ' Our complete catalog tells you why. 
14/8 Rubber Heel May we send it to you? 
A-B-C-D-E 4 to 9 


re DEVINE & YUNGEL 


No. 3940 Patent Chrome Two Strap P 
13/8 Rubber Heel—A-B-C-D-E, 4 to 9. | Harrisburg, Pa. 
No. 1940 Black Kid. No. 2490 Tan Kid. 


No. 4040 Patent Four Eyelet Tie 
Black Calcutta and Patent Overlay 
14/8 Rubber Heel—A-B-C-D-E, 4 to 9. 


No. 1040 Black Kid. No. 2040 Tan Kid 


No. 8540 White Ostend Cloth Oxford—1i4/8 Rubber Heel, 
Genuine White Kid Lining—White Ivory Welting A-B-C-D-E—4 to 9. 














June 29, 1929 BOOT AND SHOE RECORDER 








BOOT AND SHOE RECORDER June 29, 1929 


PERHAPS 
THE 

BEST 
REASON ... 


lisiiscithallscnmcneadeittiaemuie es em 


NP ee = 


—for attending the show 
is to help solve the prob- 
lem of your men’s business. 


Come up to Rooms 438- 
440 in the Statler. 


UNDO 


& 


Review—the style parade of 64 
Arch Preserver Stock 
numbers. 


—the striking and color- 
ful advertising. 


—the details and finesse 
of Arch  Preserver 
Shoe styles. Stock No. 307 White Buck, 
Black Calf trim. 
—the story of dealers 
who are covering two Stock No. 306 White Buck, 
distinct demands with Brown Calf trim. 
one stock of shoes— Pri 
rinceton Last. 


Arch Preserver Shoes. 








AT THE BOSTON SHOW 
| | HOTEL STATLER 
KEEPS THE FOOT WELL ROOMS 438- 440 


THE 


ARCH PRESERVER 


SHOE 


STYLED BY WRIGHT 


See SUR US RRR SSSSSSSSSSSSSSS TRUSSES SSSA SRR ETS 


E. T. WRIGHT & COMPANY, Inc, 











. 
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At 
ich ISS SSSR RS SESS 
TW SHOE 


Stock No. 107 White Elk, 
Black Calf trim. 


Stock No. 106 White Elk, 
Brown Calf trim. 


Sizes A, 7% to 11; B, 6% to 
11; C and D, 6 to 11. 


Price $6.25. 


SPORTS 
IN STOCK 


—you see them everywhere; on city 
streets, in business offices; in the 
country and at the beaches, their 
broad general sale is the surprise of 
the industry. The demand is far 


AT THE BOSTON SHOW ahead of the supply. 
HOTEL STATLER rs bg "ee siegnog them in 
the right styles—and right now! 
ROOMS 438-440 


Just write; and they will be on the 
way to you the same day, branded— 


your name, ours or plain. 


ROCKLAND, MASS. 


SNS SEN NNN SEN NNN 
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SHOE MANUFACTURERS ATTENTION !! 


Use Chandler’s Trimmings on Your Sample Shoes 


OO EO 


NEW NOVELTIES WILL BE 
ON DISPLAY 





RIBBONS 


Chandler’s “Perfection” Quality. Silk grosgrains 
moires, single and double faced satins. 
Colors to match all shades of 
leathers or fabrics. Supplied 
ROOM 557 from stock in wanted STATLER 
BOOTH 14 widths. HOTEL—JULY 
BOSTON SHOW 8-9-10 


ORNAMENTS 


Styles suitable for every shoe trimming requirement. Fin- 
ishes for black, brown and other colors of mate- 
rials and leather. Quality the best— 

attractive prices 


BOWS 


Of silk ribbon, satin, leather and other wanted 


























materials. Styles suitable for infants’, 
children’s, growing girls’, misses’ 
and women’s shoes. Colors to 
suit the prevailing 


mode. 


TO THE RETAILER: Specify ornaments, ribbons, etc., seen 


in our display when ordering shoes from your manufacturer! 


W. K. CHANDLER, Inc. 


125 SUMMER ST., BOSTON, MASS. 
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SHOE STORE SERVICE SECTION 


Devoted to Display and Merchandising Methods 








Here’s What You Need 
jor a Sale 


Check the Items Listed Here 
Before You Go ecAhead 


HERE is something 
theatrical, alluring, 
about a sale that is 


properly “put on.” It has an 
appeal that is hard to resist. 


But to be properly put on, a sale must be properly 
planned in advance and all its units must be closely co- 
The units, aside from display equipment 


ordinated. 
and the merchandise itself, 
come wider two heads: store 
display and advertising. The 
store display units are: 

Framed sign or signs for 
outside. 

Window streamers. 

Show cards. 

Price tickets. 

Paper banners for inside 
display. 

All these should bear the 
name of the sale in some dis- 
tinctive type or design. The 
advertising units that may 
be employed are: 

Newspaper ads. 

Hands bills. 

Letters to customer list. 

Letters to selected non- 
customer list. 

Mailing folders. 

Outdoor display ' (poster, 
etc. ) 

Novelties. 

These should all be closely 
hooked up with each other 
and with the store display 
units. These may not all be 
used, but those which are, 
should be carefully selected 
for their adaptability to local 


in a building. 








FOR JULY 


July 1-6—Some special, decorative motif for 
the Glorious Fourth should now be in your 
windows. 

The summer season was tardy. There ap- 
pears to be little call for putting on sales 
immediately after Independence Day. Unless 
local conditions seem to make this imperative, 
it would .be as well not to cut _prices now. 
An understanding on this might be reached 
with competitors. 

But now is the time to get your window 
streamers, show cards, price tickets and all 
display material ready for a sale, so that you 
can put it on right when the time comes. 

July 8-13—What’s doing in sports around your 
town? Make acalendar of all important golf 
and tennis matches, ball games, etc., and dis- 
play this in a sport shoe window. Alll clubs 
or organizations that sponsor such events will 
gladly supply the information. Let the calen- 
dar cover a period of two to four weeks. 

July 15-20—If there is a dearth of shoe cus- 
tomers now, remember that small sales checks 
are better than none. Feature any items that 
will bring customers in. Bathing slippers and 
sandals are good. Hosiery is always wanted. 
Shoe trees, dressings, ornaments and findings 
will sell if displayed. 


July 22-31—If business is slowing up and you 
are not yet ready to put on your summer sales, 
find some attraction to draw trade. Advertis- 
ing novelties or souvenirs may accomplish this. 
Another method is to offer something in the 
way of a merchandise bonus, such as extra 
laces, dressings or ornaments free with a pair 
of shoes. 

In any event, do some advertising. Even 
though you cut it down, don’t be so extrava- 
gantly economical as to cut it out. 








conditions and should be care- 
fully prepared, not only with 
a view to their individual sell- 
ing strength but also with the 
thought in mind of having 


eacii fit in with and augment the others as do the stones 


Choose or create a good “punchy” name for the sale. 


't might be well also to have 
a slogan for it. 


NCORPORATE the name 

and the slogan in some 
strong, legible design. But 
don’t have this design too 
“fussy.” Work out one that 
is rather simple but has some- 
thing about it that makes it 
easily recalled when it is 
seen a second time. 

Next, see that this design 
is so distributed over time 
and space that each prospec- 
tive customer will be sure to 
see it a second time—and a 
twenty-second. Rapid repe- 
tition of your sale name 
flashed before their eyes will 
imbue it with a real signifi- 
cance and impel them to 
action. 

Bear in mind that the 
close coordination of all these 
units is the big thing to be 
aimed at in putting on a sale. 

No matter how worthy the 
merchandise items may be, 
they will draw vastly more 
trade with this coordination 
than they would without. 





130 BOOT AND SHOE RECORDER June 29, 1929 


HOW New Customers 3 
Are WON 


HERE can a shoe store, ambitious to grow, find 
its needed new customers easier and nearer than 
in the daily throng of passersby? 
People in increasing numbers will patronize you if 
you will plainly show the way . . . if you will feature 
your location, name and kind of business with the elec- Combining neon ele: 
3 tric tubes with Flex. 
lume raised glass 


trically brilliant words of a Flexlume sign. 
etters. 


Specialists, trained by us to help you select an un- 


usually distinctive electric sign, are located in our sales 
and service offices in many cities throughout America. A call by 


them will neither embarrass nor obligate you—look in ’phone book 
for “Flexlume” or write us for information. FLEXLUME Cor- 
PORATION, 1998 Military Road, Buffalo, N. Y. 


Sales and Service Factories a 
Offices in Chief Cities Buffalo, N. Y., and 
of U. S. and Can. Toronto, Can. 


Neon Tube ... Glass Letter ... Exposed Lamp 
and Combinations of These Illuminations. 


FLEXLUME 


ELECTRIC DISPLAYS 


Made in the Largest Plant in the World Exclusively 
Devoted to Electric Signs. 











without pressure 
instep. 


SLIP THIS PART 
SLIP THIS PART 
ON BUCKLE ON VAME 
No prongs on holder 
to injure material. At- — 2 
tached or detached oF \ 15527 9)) #70) ] 
instantly by hand, SO >\\ ta oN 
on hee wy) Wes; \\%\ %, 
= O — 
G Away 5 Wye 


ane ©, 


AND THE BUCKLE 
SLIPS INTO PLACE ON 
THE SHOE WITHOUT 
PRESSURE 


NS / — — 


A buckle attached to a shoe with 
an” Evergrip makes both the 
buckle and the sale stay put—No 
lost buck!les—no torn hose—no 
discomfort in wearing. a eee 


Write us for samples or talk to $15.00 Per Gross Prs. In 5 
Gross Lots or Over, $12.00 


your local jobber. This will be 
a big buckle year. 


In Stock for Immediate Delivery 


~ ERENCH BEADING & NOVELTY CO. 


EVER 97 @p iivcui toi 
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An unusually good island window display at Cutler’s store in Chicago 


Trimming #e Island Window 


cA Good Background Is the First Essential 


express the spirit of the occasion for which the 
shoes shown in it are designed. For instance, 
note this island window of Cutler’s, Chicago. 

You may be riding by in a street car or auto—you may 
be walking on the other side of the street—but one flash 
at it is enough to tell you that here is a golf shoe 
display. And if you happen to be interested in golf shoes 
at the time, what you see from the distance will prob- 
ably be enough to draw you to a closer inspection. 
Should you not need golf shoes at the time, at least 
you've got the impression of golf shoes in connection 
with this particular store. If this is the case, then the 
window serves its purpose well and will duly reward 
the effort and expense involved in putting in this special 
setting. 

The wax model is conspicuous in this shoe window 
and, together with the bag and the golf links panel in 
the background, serves to dramatize the idea of golf. 

The large, artistically designed show. card lets the 


oe an island window can be so dressed as to 


passerby know at once that the price is $5.50 and tells 
some of their salient points. 

In a similar way the setting for any shoes for a pur- 
pose may be dramatized. The shoes may be for party 
wear, for street wear or even 
Where there doesn’t happen to be a local shop that can 
produce the illustrative background panels, the mer- 
chant can send away and get these at modest cost. A 
model is an item of cost, but possibly this cost can be 


for certain vocations. 


saved by cooperation with a non-competing dealer in 
women’s or men’s apparel. A small card crediting that 
store for the costume will enable both parties to benefit. 
Snappy sporting goods can likely be obtained for the 
purpose in the same way. There is real salesmanship in a 
display that quickly gets across the story of what the 
shoes are for, what they cost and what claim they have 
to special consideration. 

To accomplish this is more a matter of resourcefulness 
than of resources. To keep doing it calls for ideas and 


energy rather than for more capital. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 


chandise alone cannot bring. 
32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


ree! 


=SSSsSSSSsSsSS==== 
AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 
Gentlemen: Send me, without obligation, hel 2- 

book, ‘New Styles in Shop Seating” goer A hg i 











Name 
Address 


_— couatees Ser your cummmnese, 1016 Lytton Bldg. @ Chicago, Illinois 









































anteed against ge. 
Branch Offices: New York: R. 601-119 W. 40th St. 
Boston: R. 302-69 Canal St. 


Greater economy in cost. 15 years of 
experience to serve and assist you. Philadelphia: R. 703-1211 Chestnut St. 

















WHITE KIDSKINS 
BLUE KIDSKINS 


-the vogue for Summer 
OrGs have them | 
| 


at $Gp0 


SATURDAY, | 
in all O-G Stores | 


June 29, 1929 








in 50 Combinations of Summer Colors 


O'CONNOR & GOLDBERG 


205-207 STATE ST. SOUTH coe mBLIG BLILDING 
| 4616 Sheridan Road : 
6346 Halsted Sc. So. | 
Tho NEW O6 Stave - 3300 Lawrence Ave., N. W. Cor. Spaulding | 
0-6 STORES OPEN SATURDAY EVENINGS 























Ads~QOuick ond (Sood 


Types Suitable for Use in Newspapers When 
There's No Time for Pictures 


The 
Double Standard 


Cantilever Shoes fill a double need for 


pee caret 7 a ms oA feet. 
There’re stylish, too, in the new smart 
way that modern women detnand. You'll 
find these famous Cantilevers in just the 
clever styles you’ve been ‘looking for— 
at the Cantilever Shops. 

Dexdale Silk Hosiery, Special, 3 prs., $3.55e 


Black Kid 
ee 


Sond Shoe Shops 


COMFORT FOR a ST, ATE ST. FAMILY 





comntinstioad Ses. 
049 Lawrence Ave. 6410 Grove Ave. 
Oak Park, 1109 Lake Se. 
Evanston, 1627 Shermen Ave. 


OMETIMES an_ emergency 
arises that calls for an ad to be 
run on short notice. At such times 
there may not be time to secure 
figure illustrations or other art work 
and plates, though this should be 
provided for in advance. Or, as in 
the case of the ads shown here, it 
may not be deemed necessary to 
use such illustrations. 

As an aid to the merchant who 
for either reason is not using much 
art work other than shoe cuts, we 
call attention to these examples of 
what can be done without it. Notice 
particularly these points: 

O-G ad, 4 cols. wide—placing of 
shoe cuts; liberal use of space. 
Cantilever ad, 2.cols. wide—neat 
border and placing of shoe cuts. 
Grossman’s ad, 3 cols. wide—plac- 
ing of shoe cuts and use of white 
space around them. 





GROSSMAN 'S 


SUMMER SEYWELE 
EXPOSITION 


Of Quality Footwear at 


$365 ‘4° $5 


Why Pay More? 


DAPHNE 


woes 957 | 


OO. CLUB 


wn 1 alin We se 8 BS 


Widths AAA to D 


LOOP STORE, 16 East Randolph Street (Near State) 
332 Michigan Avenue, North (Near Wacker Drive) 
4644 Sheridan Roed 911 Eas 63d Sereet 1251 Milwaukee Avenue 
6335 South Halsted Street 3232 Roosevel Road 3216 Lawremce Avenue 
3222 Lincela Avenue 2739 Milwaukee Aven» 
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‘Without your service, this store would never 
be what it is. ..the most outstanding shoe 


institution in the Northwest’ a W Lod 





j a ~ 


Mr. Stendal’s letter, reproduced at 
right, is typical of the expression of 
satisfaction voiced by hundreds of 
merchants whose stores have been 
planned and equipped by the Grand 
Rapids Store Equipment Corporation. 


Mr. Stendal’s establishment is not 
only unusually attractive, but com- 
bines to a high degree the architec- 
ture, scientific store planning, and 
principles of modern merchandising 
demanded by present-day retailing. 


Hundreds of equally beautiful and 
successful shoe stores, served by this 
organization, are to be found in every 
state in the Union. 

We will welcome an opportunity to 
tell you more about Grand Rapids 
service and products. Mail the coupon. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Formerly: The Grand Rapids Show Case Company <~ Welch-Wilmarth Corporation 





Factories: 
Grand Rapids 
Branch offices and Portland, Ore. 

: Name : 
representatives Baltimore 
in every territory City New York City 


STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE 


Executive Offices: Granp Rapips StorE EQuipMENT Corporation, Grand Rapids, Michigan 
Grand Rapids, Mich. Gentlemen: Please send literature and information on your planning service and store equipment. 
Z-6 











EQUIPMENT 
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STOCK 


/ (White shoes stocked the 
j year round ) 





Nationally Advertised by Radio 


Enna Jettick Melodies / Enna Jettick Dances 


Every Sunday Evening Every Saturday Evening 


KPO and Associated Coast 


4 WJZ and Associated Stations Over WLW, Cincinnati 
Stations { 


DE ,,, —— 


ENNA JETTICK Shoes Will Be Displayed at the Boston Style Show. 
Copley Plaza Hotel, July 8-9-10 


F. L. EMERSON BUFORD H. JONES P. M. PROSSER 
JOHN T. GORMAN E. H. CUSHING J. Cc. HERSOME 
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We say “Join the Boys in Boston,” believing the investment for the 
trip will pay you large dividends. The ideas gathered, the speakers 


heard, the good fellowship enjoyed, constitute an invaluable experi- 
ence. ; ae A 


To all the drawing forces of a great convention add such a display of 
men’s fine shoes as we have planned and the inducement for your 
presence is tremendous. 


Take your note book and jot this down—‘See Ralstons first. Said 


to be a revelation and inspiration. Hotel Statler, Room 436, Boston, - 


July 8-9-10.” 


We are not spilling all the beans now, but will say the NEW 
RALSTONS are styled to retail at $6 to $10. 


CHURCHILL & ALDEN CO. 
Makers of 


> 


Smart SHOES for ‘Men 
Brockton, Mass. 


June 29, 1929 


TT uy, 


tI I; 


iN 


i 


ann | 


= 


A 
GZE 
ZZ 


\\ 


IKI 
YY WANA YES 


WN 


\\\ 


\ 
\ 


AI 


\\ 


\ 
\ 


\ 
\\ 





June 29, 1929 BOOT AND SHOE RECORDER 


9, 1929 


Who's on the 
Who elling hO€S Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 


| UT RT 


li 
‘I 


} 
| 


Nth 


NORA RRR 


WAM 


\\ 


2 
\\ 


Wt 


WAY 


SAVY 


SIAM AMT 





Combine Business with Play at Boston, 
July 8-10 


By CLARENCE N. COGSWELL, president of the Boston 
Shoe Travelers’ Association. (Mr. Cogswell is not only a 
shoe salesman representing a New England industry, but 
as president of the B. S. T. A. is one of the members of 
the Registration Committee of the Tenth Annual Boston 
Shoe and Leather Fair. Boston shoe travelers have lined 
up for this big trade “Get Together” 100 per cent.) 


Having been informally “dubbed” “Master of the Boston 
Travelers’ Glad Hand Committee” of Registration and 
Ushering at the Boston Shoe and Leather Fair, I extend 
to all traveling salesmen members of N. S. T. A. locals 
throughoui the United States a cordial invitation to visit 
Boston Shoe Travelers’ headquarters at the Hotel Statler, 
during Boston Shoe and Leather Fair days—every cour- 
tesy will be extended to them. ° 


I also ask all brother shoe traveler members of N. S. 
T. A. locals to extend the B. S. T. A’s. most cordial invi- 
tation to their trade to ‘be our guests and partake of all 
of the Boston Shoe and Leather Fair festivities, which 
will be held in “The Hub” and its environs “The Week 
After the Fourth.” There is an important social side to 
this big event which the trade cannot afford to miss. 


In addition to helping to “boost” New England as one 
of the great industrial markets of the country, the Boston 
Shoe Travelers are going to “boost” “the bang-up good 
time” which the Boston Fair management has prepared 
for visiting buyers. And in addition—for those visiting 
buyers and visiting salesmen who do not play golf—there 
will be “an extra” put on by the Boston Travelers on 
Monday night, July 8. 


Come then to the Boston Fair—July 8-10—one and all. 
A good time, plus business building ideas, galore—and an 
advance showing of fall and winter shoe styles, “for the 
occasion,” are all ready for you! Bring the family with 
you! The Ladies Hospitality Committee will entertain 
them, royally. 





F. BURDETT, of the Burdett 


ARRY JONES, who travels for 


* Shoe Co. is home from a trip to 
the South, with a batch of orders, and 
he is now preparing to greet the 
Southern buyers who are coming to 
the Boston market in July. 


Robinson-Bynon Shoe Co., of Au- 
burn, N. Y., recently assisted in the 
opening of the new Robinson-Bynon 
department in the William Pidgeon, 
Jr., store of Rochester. 


LARENCE 
N. COGSWELL, 
president of the 
Boston Shoe Trav- 
eler’s Association, 
who with A. J. 
Anderson of the 
firm of A. J. An- 
derson, Inc., Ames- 
bury, Mass., covers 
the big buyers of 
the country, will 
act as “Master of 
y a _* —— Photo by Waid 
uring the Boston 7 ; 
Shoe and Leather Clarence N. Cogswell 
Fair days at the Statler, July 8-10. 
The Boston boys are to have charge 
of the registration of visiting buyers, 
and will also act as ushers to the 800 
or more reserved seats that are avail- 
able this year, theatre fashion, so 
that all may comfortably have a fine 
view of the style revue. President 
Cogswell will be ably assisted by John 
Whittemore, vice-president of the Bos- 
ton Shoe Travelers’ Association and 
Joseph Geary, who will have charge of 
the seating of the trade in the spa- 
cious ball room. Among others on 
Mr. Cogswell’s committee are: George 
I. Ashe, Charies Joss, A. J. Anderson, 
L. P. Wright, George L. Cummings, 
Robert Emmet, C. B. Cubbison, Robert 
Mills, Charles W. Morrill, and T. A. 
Delany. All of the above salesmen 
were present at the pre-Fair luncheon 
“get-together” of the “high contracting 
parties” of the Big Boston Show. 
President Cogswell and T. A. Delany, 
National Secretary and chairman of 
the Registration Committee, sat at the 
head table, and outlined the work of 
their committees. “Glad Hand Mas- 
ter” Cogswell will announce the entire 
personnel of his committee just as 
soon as the boys return from their 
trips. It is needless to say that every 
traveling salesman going out from 
this market will be “on the job” as to 
registration, reception, and ushering, 
during the “Rig Boston Show—” of 
July 8-10, 1929. 


E B. SLOCUM, who formerly repre- 
+e sented the Scheiffele Shoe Mfg. 
Co., has recently joined the salesforce 
of LaLonde & Clark, Inc., and will 
cover the Middle West, including IIli- 
nois, Wisconsin and Indiana, with this 
line of misses’ and children’s shoes; 
this territory was formerly covered by 
Gene Bailey, who is now covering the 
territory from Denver to the Coast for 
Talonde & Clark, with headquarters at 
Los Angeles. 
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Styled with a Distinctive 
Personality and Original Design 





CONSTRUCTED WITH A SCRUTINY OF 
CRAFTSMANSHIP PLUS THOSE EXTRA 
POINTS IN QUALITY THAT CONSTANTLY 
UNITE MILFORD SHOES WITH A STEADFAST 
LINE OF BETTER ACCOUNTS. 


ON DISPLAY—BOSTON SHOW 
HOTEL STATLER—JULY 8-9-10 
ROOMS W614, W616, W618 


MILFORD SHOE COMPANY 
MILFORD MASSACHUSETTS 
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B S. WELCH, for the past nine 
* years associated with The Clinton 
Shoe Mfg. Co., is now representing The 
Fiebrich, Fox Hilker Shoe Co., Racine, 
Wis., in Iowa, Minnesota, the Dakotas 
and Montana. Mr. Welch has long 
made his home in Des Moines. He will 
be calling on his many friends in the 
trade with his new line at an early 
date. 


: Ry Hoosier State Boys’ Deacon A. 
P. Jones, who deserted them to join 
the oil game in the Northwest some 
time ago, has returned to his old terri- 
tory with the Racine Shee Co. The 
Indiana ‘Shoe Travelers’ Live-Wire 
says in its latest (50th) edition—“So 
get ready, Boys, for a big time when 
Deacon hits Headquarters. Besides 
being one of the ‘crack’ men’s shoe 
salesmen around these ‘diggin’s,’ he 
has many other accomplishments along 
with his smile and good fellowship, 
and the office knows of one sure mem- 
ber to be added to the roll for 1929.” 


EORGE M. STERN, who 

sents the Endicott-Johnson 
poration in New Orleans, has among 
other accomplishments to his credit 
that of establishing in the Louisianan 
metropolis the Broadmore Shoe Store, 
stocking Endicott-Johnson shoes, ex- 
clusively—it was George who “turned 
the trick.” Salesman Stern is also 
manager of the E-J New Orleans 
branch, located in the Monte Leone 
Hotel, and acts as host to many visit- 
ing shoe merchants. He is familiar 
with everything of interest in New 
Orleans and likes to entertain his in- 
creasing number of friends in the 
trade. 


repre- 
Corpo- 


HILIP BENNETT has _ recently 
joined the salesforce of Hakim 
Brothers-Kassar Co., women’s turn 
shoeemakers at Brooklyn. He _ will 
cover New York, New Jersey, arid 
Pennsylvania, for this house. 


HE following chairmen and mem- 

bers of committees for 1929 were re- 
cently appointed for the Indiana Shoe 
Travelers’ Association by President 
C. I. Slipher. Chairmen were re- 
quested to select their assistants and to 
fle their names with the secretary, 
E. C. Smeltzer. Mr. Smeltzer is also 
treasurer; Joe Warrender is vice-presi- 
dent. H. Gerrish, H. O. Warren and 
Roy Salmon are directors. Entertain- 
ment Committee: H. Gerrish, Max 
Rose; Membership Committee: F. M. 
Brown, Charles Grossman; Hotel Com- 
mittee: George W. Hewitt; Employ- 
ment Committee: E. C. Smeltzer, secre- 
tary; Legislative Committee: Homer 
Beals, W. F. Crooke; Styles Committee: 
W. W. Risher; Advisory Board: George 
L. Tovey, Fred E. Naegele, Frank So- 
war, Max Rose, Charles T. Foreman; 
Finance Committee: H. O. Warren, 
W. J. Newberg; Baggage and Trans- 
fer: A. F. McCord; Sick Committee: 
E. C. Smeltzer, C. F. McNew, O. D. 
Burdin; Educational: Ed. P. Bayless; 
N. S. T. A. Insurance: M. C. Meyers; 
Sports Committee: Joe Warrender, 
C. F. McNew; District Governors: 
George C. Hickox, 228 Utility Bldg., 
Ft. Wayne, Ind.; H. S. French, Fish- 

k Hotel, Terre Haute, Ind.; W. T. 
Powers, Oakland City, Ind.; Leroy 
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Hodge, care of Neff & Nusbaum, 
mond, Ind. 


Rich- 


7 E. JOHNSON, who formerly rep- 

* resented the Chouteau Shoe Mfg. 
Co., has returned to his old affiliation 
with this concern and is now showing 
the new spring line of this house in 
Indiana, Michigan, part of Illinois, 
Missouri and Kansas. 


AX STEINFELD, who covers the 

Middle West for J. Albert & Son 
of Brooklyn, recently took a trip to 
Havana, and other southern resorts, 
his first vacation for many years; he 
was accompanied by Mrs. Steinfeld. 


REN C. LEE, who formerly traveled 
Southern Minnesota for the Gotzi- 
South 


an Shoe Co., and North and 


139 


Dakota for the Brown Shoe Co., has 
left the shoe business and is now a 
partner in the Hasty-Tasty restaurant 
near the University of Minnesota 
campus. 


W E. LAWSON has been appointed 
* selling agent for the Ohio Val- 
ley shoe manufacturing district for 
M. J. Frank & Co. Mr. Lawson will 
make his headquarters at the Dutten- 
hofer Building, Cincinnati. 


HARLIE E. WILSON, Indiana Shoe 

Travelers’ Association past presi- 
dent, is getting better each day and 
says he will be selling “Good Will 
Shoes” till he is 90 years old. 
























































Here are the seven division sales managers of the United States Rubber Co.’s 


footwear department: Top—W. 


White, Pacific Coast; V. A. Wibbelsman, New England. 


F. Cairns, Great Lakes Division; E. H. 


Lower row—F. T. 


Dunstan, Central Division; H. A. Bly, New York; R. F. Kellar, Northwest 


Division. 


Center oval—C, A. Eldridge, Midwest Division 
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White Footwear for Immediate Delivery 


Whites will be good all Summer! You can Increase Your Summer Profits by featuring Menihan’s 


White Footwear—Order today—They are All IN STOCK for Immediate Delivery! 


“LULU” 
Special Process 


B-182—wWhite Calf 
B-148—Patent Leather .. 


“IviNA” 
Special Process 
B-446—White Kid, White 
Lizard 


If e 
B-252—P atent Leather 
with Black Porcupine ‘ 





A full line of 
Menihan Spe- 
cial Process 
and Menihan 
Arch-Aid shoes 
will be dis- 
played at Boston 
Show, July 38- 
9-10, at the 
Copley Plaza 











New York Office: 
S46 Marbetege Bidg. 
B. W. MOYLAN 


“CLARE” 
Special Process 
22/8 Heel 


B8-555—White Kid 
B-224—White Satin 
B-289—Silver Kid 
B-572—Patent Leather .. 
B-573—Black Satin 4. 
B-574—Light Black Calf. 4.25 


“NORGE” 
Speeial Process 
B-824—White Calf 


“REGENT” 
Special Process 
Heel 








; B-£ 
Special Process a ae 


B-134—White Calf 



































Terms: Net 30 Days 
Twenty-five Cents Additional for Orders of Less 
T 


han Three Pairs. 


THE MENIHAN COMPANY 


In Stock Department 
ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes 
Write for Agency Proposition 


Detroit Office: Pittsburgh Office: 

Detroit-Leland Hotel ay vy 4 Hotel 
Cc. G. SELLERS W. A. BARNEY 

Los Angeles Office: 


San Francisco Office: 
1 111 East Sth St. 


Plaza Hote 
H. 8S. KUSHINS 


New England Office: 
Draper Hotel, Northampton, Mass. 
ELLIOTT LA MONTAGNE 


“IVENA” 
Special Pro 


IN STOCK 


cess 
B-823—wWhite Calf—White Liz- 
ard Calf Tri 85 


“CLARE” 
Special Process 
15/8 Heel 


B-226—wWhite Satin .... 
B-285—Silver Kid 


00 
85 








Goodyenr Welt 


“SPOOR” 


B-163—White Elk with 
Tan Calf Trim $5.50 
Dufiex Rubber Sole and Heel 


. S 
S 
PLILPLLLLE LILLE PLP LOLDL LO PLP D DLO DO OOOOO™ 





Cc. E. VAN DE GRIFT 


Chicago Office: 
Majestic Hotel 
F. J. SATEK 


Cleveland Office: 
The Hollenden Hotel 
A. F. JENKS 
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Indianapolis Shoe Merchants 
Organize Local Association 


A. G. Brown of Marott 
Shop Elected President 
of New Body 


INDIANAPOLIS, IND. (UTPS)—Or- 
ganization of the Indianapolis Retail 
Shoe Merchants’ Association was 
perfected at a dinner meeting on 
Wednesday evening, June 19, in the 


“Gold Room of the Marott Hotel. 


Howard Rudeaux, local correspon- 
dent of the BooT AND SHOE RE- 
CORDER, acted as temporary chair- 
man of the meeting, explaining that 
the purpose of the organization was 
to promote good fellowship among 
the shoe merchants of the city, and 
to eliminate many of the existing 
evils. 

One of the principal discussions of 
the evening was the added cost of re- 
selling footwear brought about by the 
much abused exchange privilege. This 
was followed by the election of perma- 
nent officers of the organization. 

Arthur G. Brown, manager of the 
Marott Shoe Shop, was elected presi- 
dent of the organization; C. F. Wilhite, 
manager of the Walk-Over Shoe Shop, 
was elected first vice-president; Charles 
Buck, manager of, the Vince Canning 
Boot Shop, was elected second vice- 
president; C. E. Young, manager of L. 
Strauss & Co., shoe section, was elected 
treasurer, and L. H. Crockett, manager 
of the Florsheim Shoe Shop, was 
elected secretary. Members of the 
membership committee elected include 
Raymond H. Lowdon, manager of 
Feltman-Curme Shoe Shop, chairman; 
Harry G. Summers, manager of the 
ladies’ department of the Marott Shoe 
Shop, and Ray C. Dorr, manager of the 
Foot-Saver shop. 

Members of the arbitration com- 
mittee are George N. Moffitt, manager 
of the Ground Gripper Shoe Shop, 
chairman; William Piers, manager of 
the Feltman-Curme Shoe Shop in 
North Illinois Street, and F. O. Law- 
a. manager of the Peacock Shoe 

op. 


_ Members of the executive committee 
include: Preston F. Stoner, manager of 
Petot Shop, chairman; L. E. Connor, 
manager of the shoe section of the 
Pettis Dry Goods Company, and E. W. 

offman, in charge of the shoe section 
at the Selig Dry Goods Company. 








(Other Macy News on Pages 6 and 11) 


ven their heels 





Soria leather heels on hand-tusned shoes,— that's 
what smart women asked.for repeatedly; but manu- 
facturers were adamant. Leather heels could be put 
on welt shoes, they said, but rarely on hand-turned 
shoes . .. At length, however, we persuaded one 
to change his mind and his factory equipment, and 
we now have oxfords, strap shoes, and pumps, 
hand-turned for flexibility, and leather-heeled to boot. 











As an indication of the importance 
of heels from a style standpoint, and 
especially the growing favor of solid 
leather heels, we reproduce an adver- 
tisement of R. H. Macy & Company, 
appearing in several New York papers 
last week. This is the first mention, it 
is believed, of the solid leather heel on 
a turn shoe. 


New London Store 


New York, N. Y.—The London Shoe 
Company operating a number of ex- 
clusively men’s shoe stores here has 
purchased a three-story building at 
1710 Pitkin Avenue, Brooklyn and, 
after alterations are completed, will 
establish another unit there. " 





Buckley’s Mark 77th Year 
By Opening New Store 


Houston, TEX.—Marking the pro- 
gressive advancement of the Buckley 


‘Shoe Company for the last 77 years in 


the business life of Houston, the com- 
pany has opened a new store of the 
modern type, while still retaining the 
homey atmosphere of the family shoe 
store. 

The expansion of the new store is 
marked by the installation of a new 
hosiery department, where the highest 
quality of men’s socks and women’s 
and children’s hose is carried in all 
the latest shades. Another is the new 
and enlarged kiddies shoe department, 
furnished and outfitted for mother’s 
comfort and convenience and_ the 
amusement and attraction of the 
youngsters. 

An important innovation is an X- 
ray machine useful in fitting children’s 
shoes and of those who have tender 
feet. 

The new store has a handsome 
front, with plate glass display win- 
dows, in modified modern art design, 
with paneled walls in gray. Entering 
the front door one has an unimpeded 
view of the entire street floor, with 
its stock shelves on right and left, and 
main stairway, leading to the offices, 
in the rear center. To the right is 
the new hosiery department. The color 
scheme of the street floor is ivory 
striped with brown and that of the 
kiddie’s department, ivory striped with 
green. 


Reiss Wins Gold Cup 


BIRMINGHAM, ALA.—Al] Reiss, man- 
ager of the shoe department at the 
Pizitz department store here is proudly 
displaying in his department a gold 
cup, 36 inches high, known as the 
Pizitz Prize Cup, given to the buyer 
in any department in the store making 
the largest percentage of gain in 
sales during the month of May. The 
second prize was a two weeks’ vacation 
with all expenses paid to New York. 
The third prize was a week’s vacation 
with all expenses paid. 

Mr. Reiss expects to open a new 
men’s shoe department on the second 
floor next to the men’s clothing de- 
partment by September 1. 


New Cantilever Agency 


SAN JOSE, CAL.—Kerner’s Bootery 
on East San Fernando Street announce 
they have taken the agency for the 
Cantilever shoes. The Cantilever 
store which has been operated in the 
Security Building for the past few 
years is to be discontinued. 
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Regina 
All White Pump, Spike only. “33.60 


Bik. “Gain Pump, Spike, AA- AB. Cc 


Pat Pump, Spike, AA-A-B-C. 
Mat Kid Pump, Spike only. ‘A- ae 


Dolly 


All White Pump, Spike only.A-B-C 


Pat Pump, Spike only.A-B-C. 
Blk. Satin Pump, Spike only. i ie 


Ina 
All White 1-Strap, Spike & on. 


Same a Round Toe, Spike and 
Suban 


Helen 


Black & White Straw 
White Kid Dip, Spike & Pa 
A-B-C $3.85 


¢ 


Thelma 


White Kid _ Theo. Spike & Cub. 
-B- 








¢ 


Visiting buyers will find a ready 
welcome at 57 Lincoln Street 
where they’Il see styles for at once 
and for Fall—the kind that are 
just ahead of the procession, yet 
salable to the last pair. 


Styles such as the Thelma, the Ina 
and the sporty Helen are just a 
suggestion of the kind of shoes 
that have won for us a position of 
leadership in the field of women’s 
Novelty footwear noted for style 
and quality. 


Cordially yours, 
Geo. M. Rosen, 
Gen. Mer. 
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An Ideal Sports Shoe Setting 


= A 


12 OD 


= 


HIS sport shoe window at the Chandler Boot Shop, 172 Peachtree Street. 
Atlanta, was developed by Eddie Kessler from an idea received on one of 
the other stores operated by Edison Brothers Stores, Inc., throughout the South. 
The floor shows a water effect, obtained by the use of blue and white sand 


mingled. 


A model steamship in the center further carries out the ocean effect. 


The back of the floor runs into a stretch of white sand with pebbles, shells, 


umbrellas and bathing dolls—a real beach. 


The lighted Parisian tower ties up 


with the idea of French sandals, further enhanced by theatrical cards of a 
French movie star, whose picture was being shown at a theater across the street 


Hazzard Free Excursion | 


Boston, Mass.—To each of 3000 
purchasers of Hazzard $4.00 shoes or | 
other merchandise totaling $4.00, 
tickets for a round trip excursion to 
Old Orchard Beach, Me., were given 
out last week by the six Hazzard stores 
in Massachusetts. The excursion took 
place today, June 29. 

The tickets given out entitled the 
holder to free railway transportatien 
to and from the Beach, free admit- 
tance to several amusements, and to a 
limited number, free airplane rides in 
the Hazzard planes maintained at the 
Beach. 


Schiff Co. Takes Over 
Herpolsheimer Dep’t 


CoLUMBUS, OHIO (UTPS) The 
Schiff Co., with headquarters in 
Columbus and operating more than 1Uu 
retail shoe stores has taken over the 
shoe department of the Herpol- 
sheimer Co. in Lincoln, Neb. The 
Schiff Co. purchased the shoe stock of 
the Herpolsheimer Co., which will be 
cleared out and a new stock of men’s 
women’s and children’s shoes will be 
placed in stock at the opening of the 
hew department. E. J. Widman, 
formerly manager of the Muscatine. 
Iowa, store, will be manager of the 
department. 


Omaha Store to Move 


OMAHA, NEB. (UTPS)—The Flor- | 
sheim Shoe Store has closed a 10-year 
lease on the store building adjoining 
the present store. The entire build- 





Ing will be remodeled and redecorated 
before occupancy. ; 


Leopold Morse Increases 
Volume in Men’s Shoes 


Boston, Mass.—The Leopold Morse 
Company, men’s and boys’ clothiers, of 
this city, is celebrating its seventy- 
seventh anniversary with a store-wide 
sale during the month of June. That 
portion of the celebration confined to 
the men’s shoe department is two-fold 
in nature—the installation of the com- 
plete line of the M. A. Packard Com- 
pany; and the introduction as buyer 
and merchandiser of Frank H. Small. 
The shoes being featured are Kent 
shoes; Packard shoes and the Menihan 
Arch-Aid shoe for men—all made in 
the Packard plants. 

The new manager, Mr. Small, has 
had a wide.experience in the merchan- 
dising of men’s footwear, having been 
successively with the Besse-Elder store 
in Manchester, N. H.: with C. A. Good- 
now & Co. in Fitchburg, Mass.; and 
more recently with Kennedy’s store for 
men, here in Boston. 


In introducing the Packard line at a | 


time when the remainder of the store 
was having a sale, Mr. Small labored 
under difficulties as it was inadvisable 
to cut shoe prices at the start-ff. This 
he got around, however, by offering a 
Wahl Eversharp pencil to every pur- 
chaser of a pair of shoes. During the 
first four davs. the volume of shoes sold 
was three times greater than for the 
same period of last year. 


Mr. Small has enlisted the active co- | 


eperation. also, of salesmen in all other 
departments. The outside salesman 
who brings a real customer to the shoe 
department is given a coin which en- 
titles him to a twenty-five cent com- 
mission on the sale. 

To date at least two-thirds of the 
shoes sold have heen the sport type. 
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TIONAL Ra 
NAIKING Boot 














REG. U.S, PAT. OFF 


NATIONAL PARK 


AVIATION 
Sport— 
Hiking — 
Scout 


2TRADE MARK 





BOOTS 
IN STOCK 
> — STYLES — 5 





Style 317—Price $4.60 


Girl Scout Boot 


LIGHT SMOKE ELK 
GRISTLE RUBBER OUTSOLE 
RUBBER HEEL 
Height 8 inches 


THE OTHER FOUR 


Style 300 
Style 310 
Style 311 
Style 312 


$5.90 
6.00 
5.20 
5.70 


inch 
inch 
inch 
inch 


Yellowstone 14 
Black Hills 14 
Aviatrix 12 
Rocky Mountain 14 
Sizes 

2%/8 C, 2%/8 D 
Net 30 days 


5/8 A, 


Terms 5% 


4/8 B, 
10 days 


Write for sample pairs or folder 
The Juvenile Shoe Corporation 
AURORA, MO. 

Makers of the famous Kewpie Twins, Health 


Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 
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VISITORS AT THE FAIR 
will find 


WALK - OVERS 


aN 435—General Reception 
437—Women’s Shoes 


449—Men’s Shoes 
, 3 J tt Hotel Statler ‘ 


GEOL KEITH 


COMPANY 


CAMPELLO 


BROCRTON | 
MASS. 


JST. LOUIS 
AAO. 





ne ee 
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Berman- Haskell Open 


Dep’t in Parris Bros. Store 


Houston, Tex. (UTPS)—The Ber- 
man-Haskell Shoe and Leather Com- 

ny of Boston has opened a retail 
shoe department in the Parris Brothers 
store that was recently opened in 
Houston. They also opened a_ shoe 
department in the Grand Leader of 
Houston. M. Heller will have charge 
of both departments. 

The Parris Brothers department 
will carry women’s shoes that will 
retail for $4. The Grand Leader will 
carry women and children’s shoes that 
will range in price from $2 to $6. 


H. S. Levroos Dead 


Superior, Wis. (UTPS) — Hilmar 
Sofian Levroos, pioneer Superior shoe 
man and merchant, died June 17 at his 
home. His death came as the result 
of a heart disorder that had bothered 
him for three years. He is survived 
by his wife and three sons. - 

Mr. Levroos came to Superior from 
St. Paul, Minn., in 1892 as manager 
and partner of the Floan-Levroos 
Superior Shoe Store, and continued in 
charge of the store until his death, 
recording 37 consecutive years as the 
head of the partnership, during which 
time the business expanded to one of 
the largest retail shoe businesses at 
the head of the Great Lakes. 

He was 59 years old at the time of 
his death. 


Walk-Over to Quit 


CoLuMBUS, OHIO (UTPS) — The 
Columbus Walk Over Shoe Co., of 
which Dolph N. McDowell is president 
and Max Holmes, secretary and 
treasurer, which has been located at 
18 North High Street for the past few 
years will close out its business dur- 
ing the month of July. The company 
was formed to take over the business 
at the death of H. C. Jamison about 
five years ago and moved from its 
former location on the opposite side 
of the main business thoroughfare. 
The lease has been cancelled and the 
closing out sale is progressing actively. 


New Paterson Store 


PATERSON, N. J. (UTPS)—Lefferts 
hoes, Inc., of 64 Hamilton Avenue 
have filed papers of incorporation in 
the office of the county clerk, naming 
as agent in charge, Koransky & Toret- 


- sky, with an authorized capitalization 


of $125,000. The incorporators named 
in the papers were Morris Lefferts, 
of 434 East 36th Street; Eleanor 
Lefferts and Herman Sugar, of 20 
Jefferson Street. They will conduct 
a shoe business for both men and 
women as well as children and cater 
to those desiring the better grade of 
conservative and corrective shoes. 


New Florsheim Dep’t 


LovisviLLE, Ky. (UTPS)—Loven- 
hart’s has recently adopted the Flor- 
sheim shoe and has brought C. A. 
Shiflet of Chicago to be the manager 
of their shoe department. 





On the Bounding Waves 
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W HILE the Davison-Paxon Company, Atlanta, Ga., used this ship and wave 
idea to exploit imported shoes, the idea may be readily adapted to a trim 


of vacation shoes. 


The four rows of waves are made of cutout wallboard, and 


the ship, prow on, is painted on another piece of wallboard. A pair of shoes 
1s poised on a small block of wood nailed to the crest of each wave 








Must Eliminate ‘Baker”’ 


BIRMINGHAM, ALA. (UTPS)—The 
Baker’s Shoe Stores, Inc., 214 Twen- 
tieth Street, North, must destroy all 
names of Baker on advertisements, 
shoes, and discontinue to operate under 
that name by July 5, a ruling of the 
Federal court here says. 

It was charged that the defendants 
were charged with opening the store 
after the Edison Bros. Co., of Atlanta, 
had leased a location for a shoe store 
under the name of Baker’s Shoe Store. 


Dayton Co. to Have 


New Shoe Department 


MINNEAPOLIS, MINN. (UTPS)—The 
Dayton Co. will open a department 
for women’s footwear in the first floor 
of the recently constructed garage 
building filling the property owned by 
the company between the Nicollet 
Avenue frontage along Eighth Street. 
It is a beautifully built, modern struc- 
ture harmonizing in every respect 
with the main structure. It stands at 
the foot of La Salle Avenue, which 
gives it a long perspective. The change 
is due to the fact that the Dayton com- 
pany officials have bought the J. B. 
Hudson & Son jewelry store and will 
install it at the Eighth Street corner, 
forcing back other departments. A 
balcony will be erected in the new 
shoe quarters. The downstairs store 
for women and men shoe patrons will 
remain where it is. 


New Shoe Company 


SALEM, ORE. (UTPS)—Foot-Health 
Shoe Company has been organized by 
G. B. Darowish, E. W. Acklin, Annie 
D. Rottle. They will engage in a 
general shoe business. 





Salesmanship Talk 
Interests Retailers 


Los ANGELES, CAL. (UTPS)—At 
the last regular meeting of the Los 
Angeles Shoe Retailers Association 
held in the Red Room of the Los 
Angeles Athletic Club, the chief 
speaker was Paul W. Ivey, Ph. D., 
professor of salesmanship at the Uni- 
versity of Southern California. Mr. 
Ivey has studied the retail sales end 
of the shoe business and offered some 
valuable ideas to members of the as- 
sociation. 

C. H. Fontius, secretary of the local 
organization, was so taken with the 
talk that he enrolled his entire sales 
force in Professor Ivey’s classes. Mr. 
Fontius is proprietor of the Ground 
Gripper Shoe Stores both here and in 
Oakland and San Francisco. 


Heim & Son to Move 


SAN FRANCISCO, CAL.—F. L. Heim 
& Son, who have been located at 228 
Powell Street for a number of years, 
are to move to 374 Geary Street about 
August 15. Alterations are in pro- 
gress at the new location. According 
to the plans, a very smart shop well 
adapted to the needs of the trade will 
result. Dr. A. Reed Cushion shoes, 
the Heim Orthopedic shoe, together 
with the Hurley shoe for women will 
be carried as heretofore. 


Want Better Shoes 


FRESNO, CAL. — In spite of the 
alleged poor local retail conditions, 
F. R. Knapton, shoe buyer for Radin 
& Kamp, reports that women’s shoes 
retailing at $10.00 and $12.50 have 
formed the greatest percentage of 
sales so far this year. His records 
show that sales on these prices have 
doubled over what they were a year 
ago. 
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LOOK SMARTER 


Yes— and hook smarter than any 
fastener ever has heretofore! 


A 


One movement hooks ‘‘Huk-On”’. 
One unhooks it. It stays fastened, 
too. 


No loop shows— no buttons to change. 
Slips under any size buckle or orna- 
ment. Can be used on any size strap 
from 3 to 114 inch. 

The new fall creations will be on dis- 
play at the Boston Shoe and Leather 
Fair, Hotel Statler, Booth 17. 


HAVERHILL SHOE 
NOVELTY COMPANY 


126 WASHINGTON ST. 
HAVERHILL, MASS. 
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Fontius Store Set 
For “Prestige” Sale 


DENVER, CoLo. (UTPS)—The Fon- 
tius Shoe Company, 540 Sixteenth 
Street, Denver, is all set for its annual 
July clearance sale, according to Mur- 
ray C. French, manager. 

This will be one of the biggest shoe 
events on the Denver calendar this 
year. All organization details are com- 
pleted and the sales force are lined up 
toes on the mark ready to start. The 
store plans, however, to keep the pub- 
lic in the dark concerning this un- 
usual event until the sale is far under 
way. The management have their own 
method of doing this. 

On Tuesday preceding the sale every 
customer on their list of over 35,000 
names will be mailed an advance notice 
and invitation to visit the store during 
the next four days and take advantage 
of the splendid sale offerings before 
the general announcement of it is 
made to the public through the follow- 
ing Sunday newspapers. 

This plan prevents the objectionable 
mob rush and gives the regular cus- 
tomers the benefit of good selection of 
the stock together with better service. 
By the time the big announcement of 
the sale is made it is really half over. 

“No unusual newspaper advertising 
is necessary,” Mr. French said, “be- 
cause our patrons usually tell all their 
friends and bring them along so that 
by the time they are all taken care of 
we are pretty well advertised.” 

“The idea of our annual sale,” he 
continued, “is not so much to reduce 
the stock as to put over prestige. Wé 
like to give the people something to 
think about.” 

Mr. French explained how they keep 
their stock moving by changing prices 
all the time. “Our goods must go,” he 
added, “and if ten dollars won’t move 
them seven-fifty will. 
the boys at the meeting and that’s 
that. It is our daily practice of which 
the public does not know. But for 
prestige we find the annual sale idea 
does the work,” he explained in con- 
clusion. . 


Byck Bros. May Move 


ATLANTA, GA. (UTPS) Byck 
Brothers, well-known Atlanta shoe 
concern, at 61 Whitehall Street, 
S. W., is understood to be _ ne- 
gotiating for the lease of space 
in a building soon to be con- 
structed at the corner of Peachtree 
and Cain Streets by the Peters Land 
Company. The building will not be 
completed until Fall. The shoe store 
is planning to occupy the ground floor 
and mezzanine. If the lease is signed, 
Byck’s will be added to the number of 
retail stores which have recently 
moved from the Whitehall district 
into the new and _ rapidly-growing 
Spring Street business section. 


New Shoe Company 


RICHMOND, VA. (UTPS)—Lascara 
Brothers, Inc., of Norfolk, Va., with 
maximum eapital of $30,000, has been 
granted a charter by the State cor- 
poration commission to deal in foot- 
wear of all kinds. D. P. Lascara, of 
Norfolk, is president. L. E. Corson, 
of Norfolk, obtained the charter. | 
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Primitive and Modern 
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ECIDEDLY interesting, and, 











at the same time, highly artistic, 


was this display of primitive and modern footwear at Lord & 


Taylor, New York, last week. 


Footwear from the Orient and Africa 


were displayed in the modernistic setting along with the latest sum- 


mer styled shoes for women. 


An impressionistic painting of a ship’s 


prow formed the centerpiece in the background 








Werner Promises Finest 


Store in the Country 


SAN FRANCISCO, CAL.—‘‘The finest 
shoe salon in the country,” is Frank 
Werner’s promise to the women of this 
city. This eye-filling shop will be lo- 
cated -in the new Magnin store, open- 
ing about September 1. Only bench 
made shoes retailing at $15.50 and up 
will be carried. The Werner Geary 
St. store is in the hands of interior 
decorators who expect to finish their 
work by July 10. 


Maguire with Feltman 


OMAHA, NEB. (UTPS) 
(Micky) Maguire, Creighton Uni- 
versity football star, has joined the 
sales force of the Feltman-Curme 
Shoe store. The marriage of Maguire 
and Miss Margaret Culkin was an- 
nounced last week following his 
graduation from college. 


Francis 


Dixie Store Closed 


(UTPS)—The 
popular 
North 


ALA. 
a men’s 


BIRMINGHAM, 
Dixie Shoe store, 
price store, operated at 304 
Twentieth Street, has been closed, 
leaving only one downtown Dixie 
store. The only store is located at 221 
North Nineteenth Street. 


Superior Shoe Men 
Picnic at Manitou Falls 


SUPERIOR, Wis. (UTPS)—A picnic 
| and outing was held last week-end at 
Manitou Falls by the employees and 
management of Roth Bros. Company 
Shoe_ Store. loot races, baseball 
games and horseshoe pitching were 
enjoyed. The employees team won the 
diamond laurel, emblematic of team 
supremacy, from their opponents, the 
department heads and managers. 





Burk’s Shoe Store Opens 


WEYMOUTH LANDING, MAss.—Burk’s 
| Shoe Store recently opened at 25 
Washington Square, this town. It is 
a community store, featuring mer- 
chandise of good quality for the whole 
family. Effective publicity in the 
daily papers and in flyers announced 
the opening. The manager of Burk’s 
Shoe Store also operates at 799 Wash- 
| ington Street, Stoughton, Mass. 


| Close Branch Store 


| MIAMI, FuA. (UTPS)—The Vene- 
| tian Boot Shop, located in the Vene- 
| tian Arcade down in the shopping 
| district of Miami, has closed one of 
| its branch shops, the Cinderella Boot- 
| ery. It is expected that this will be 
| reopened in the fall. 
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ANTICIPATE THE TARIFF! 


THE R. JTERS COMPANY 


EXCLUSIVE AMERICAN FACTORY REPRESENTATIVES 
REPRESENTING 
THE LARGEST AND FINEST 


FUROBPEAN | 
MANUFACTURERS 


OF BRAIDED, MOULDED AND 
McKAY SANDALS 


IWIN W. DAVID 
INVITES YOU TO ATTEND 


A showing of Czecho-Slovakian Sandals for the season of 1930 at the Hotel Essex, 
Rooms 440 and 442, during the Boston Style Show, July 8, 9, 10. Large volume buyers 


are especially invited. 
“ATTRACTIVE PROPOSITION TO EARLY BUYERS” 


THE R. STERN COMBPARY 
413 FOURTH AVE. NEW YORK CITY 


"7 NX 






































“Springtime Sandals” 





ShAEAMESSESRR BAS MOULDED SOLE SANDALS 
A NEW TYPE OF SANDA 
SANDAL BRUEDER GRUENHUT 
Arnold & Co., : x 
Holice, Czechoslovakia 









Trebechovice, Czechoslovakia 






Sole and Direct Manufacturers’ Agents 
for the United States and Canada 


L. ALTSTADT & E. WALDNER 


55 West 42nd St., New York 
Telephone Chickering 3197 







SEE OUR LINES WHILE AT THE BOSTON SHOE FAIR—JULY 8-10th 
HOTEL COPLEY PLAZA 
HOTEL ESSEX—ROOMS 918-920 















BUY 





INSPECT OUR OFFERINGS AND COMPARE OUR PRICES BEFORE YOU 








MEDIUM GRADE McKAY SANDALS HIGH GRADE LITTLEWAY SANDALS 
ROLLMANN & MAYER Holice, Czechoslovakia 


te Cologne, Germany SIGMUND STEIN, INC. WA 
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he three different lines offer 
our customers value and wide 
style selection . 





1—Our complete fall line of stylish 
McKays; 


UETTE 
THE CoG 2—Our new line of Cemented shoes 
A suede step-in with silk to be ready in stock on August |; 


kid trim and 19/8 heel. An 
enamel and metallic buckle 3—A line of 22 numbers of Arch 


blends with the trim. Also a ar eee 
available in any other ap- C ‘ 
proved combination. ies coy aie aii entel o 


handle your women’s shoe business 

in a price range from $6 to $7.50. 
During the Boston Show Samples from any or all lines gladly 
Hotel Statler, Room 410 submitted at your request. 


HARRY M. HUSK 
COMPANY 
NEWBURYPORT MASS. 
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ln. | : » 
One of America’s 
fastest lines... 





ON DISPLAY AT WESTMINSTER HOTEL, BOSTON, JULY 8, 9, 10 





In addition to our new fall line, which is the finest in our history in 
point of style and workmanship, we have just recently added new and | 
up-to-the-minute modified-toe lasts. Ours is truly one of the fastest | 

| 






lines in America. Our steady growth is proof aplenty. In 1923 we 
made 151,000 pairs. In 1928 we made 609,310 pairs. At present we are 
running better than 3600 pairs daily. One can’t argue with success. 
Our quality—fast style—moderate price combination has done it. | 


Wolff-Tober Shoe Mfg. Co. 


2511 TO 2521 SULLIVAN AVENUE ST. LOUIS, MO. 


The birthplace of “Beauty Maid” novelty shoes—always snappy and the best for the price. 


mn “amen 
POST-McVEY | English-Made Featherweight | 
COMPANY | Woven Oxford 


* 


Cutters of | 


FINE QUALITY TOPLIFTS 
of every description 


D Styl ality—P Fit— 
Best Oak Toplifts ” ~~. ad Wiaiteictititee— 


these are the outstanding features of this ENGLISH- 

























































IN STOCK 


Immediate 
Delivery 


Sizes 5% to 12 






















for the MADE WOVEN KIDSKIN WELT OXFORD, plain we 
| = soft > - ag tm pe scoured oak or rubber par 
soles, in a rown, brown and white and black and 
NEW WOMEN’S LEATH ER | white combinations. Now ready for delivery. Order 
| now and get the trade coming to you. 
HEEL | Soft cap toe lined $6.00 






Plain toe unlined $5.50 . 











347 CONGRESS ST., BOSTON, MASS. | COLT-CROMWELL CO., Inc. 


Est. 1899 


1239 Broadway, New York, N. Y. 
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SEE THIS MOST COMPLETE 
LINE OF WORK AND SERVICE 
SHOES AT 82 LINCOLN ST., 








Goodwill Shoes are made especially to meet 
the requirements of brainy merchants and 
brawny men. There’s a sure, steady mar- 
ket for these special duty shoes—outdoor 
sportsmen, workmen and boys—anyone 
whose shoes must stand the test of work, 
wear, weather, good appearance, solid com- 
fort and big dollar values. 


: > > QF Tj ey a @. 531 — Goodwill Police 
Our Boston sales office, 82 Lincoln Street, - . ‘ aes te 


offers its services to all visiting buyers. Let a gH a, See, ies 
us help you get anything you want. Tele- Ss. A ca? Gee edt ane en 
phone LIBerty 2198. = " 


stock to 
with ample profit. 


Goodwill Company 


(Work-Shoe Specialists for More Than 25 Years) Goodwill Shoes Holliston, Mass. 

















KIRSCH-BLACHER 


COMPANY ~ INCORPORATED 
624 BROADWAY NEW YORK 
Jobbers and Exporters of Shoes 
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Ax Unsouicireo LETTER 
om WISE SHOES INC. 


about SOLITAIRE 


The Shoe Dressing 
Delu 





= ce Pl | OLITAIRE, the magic shoe polish, is now an Ameri- 

. Pin GOES can sensation. For years this shoe dressing has en- 
~ ° . 

L ) pe ~*~ yy joyed great favor in many European centers and was 

A ~ eal r bea awarded twenty gold medals in two years for superior 

‘_* es “-_ / quality. 

Many large shoe chains are now selling it with great success 

Solitaire cleans, preserves and polishes all kinds of leather. Write 

for further information. 


SOLITAIRE & FURMOTO CHEMICAL CO., INC. 
300 MADISON AVENUE, NEW YORK CITY 


80 Boylston St. 128 North Wells St. 1627 Locust St. 1463 Parthenais St. 
BOSTON, MASS. CHICAGO, ILL. ST. LOUIS, MO. MONTREAL, CANADA 


We still have some attractive territories open for agencies. 
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FOR THE UP-TO-DATE TRIM 


Modernistic card holders, gold with black trim (3-color festoon base between frame and 
plateau) enhance the beauty of your window cards — harmonize with the 
finest of window display fixtures 


All thal is authentically 
correct in footwear for 
Graduation 


You say what your window sales mes- 
sage requirements are—and we supply 
them. 


Attractive window-messages give the 
store its voice, and double the sales- 
pulling value of your window trims. 


fishing. 
chting. 
a ing, 


ou oO 
comfortably 
ana stylishly 

shod, 











Above illustrates one of 14 July cards— 
4 colors. Sure to hold the window-shop- 
per’s attention to the trim. 











Attractive 
Hand-Lettered 
Price Ticket 
Actual size, gold and 


reddish brown design, 
black figures—80 dif- 


ferent prices. 
69c to $17.50 


25c per dozen 

6 doz.— $1.25 
12 doz.—$2.25 
24 doz.—$4.00 


Check With Order, 
Please 














Printed Price Tickets 


All Regular and Clearance Sale. 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c. to $14.00—Orange Border 


6-doz. odd lot 


assortment 
$1.10 


12 doz.—$2.00 
24 doz.— $3.50 

12 each of 6 prices 85¢. 
12 doz.—$1.50 
24 doz.—¥$2.50 

1 doz. of one price 15¢ 


Cash or stams 
with order 
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1 4 interchangeable show card monthly service, all sales messages 
ay each month’s cards of different designs and colors. 


—It is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. 


12 card service $5.00 6 card service $3.00 


er mo. per me. 
General service for men’s, sonnel, 2 card holders 


children’s shoes (and hosiery). <a 
4 card holders 50 blank price tickets 


100 blank price tickets —_— 

Nips 5. .f Select the 2 
és Fa Service YouWish— 
Then Mail Coupon 


Service 8 cards (7”%x1!”) 
4 Card Holders 
No. 1 100 Bleak Price 


Mail the Coupon ets. 
$4.00 monthly ($46.00 the year). 
In the panel are brief de- Service 12 cards (7”x11”) 
“ie Card Holders. 
scriptions of the several No. 1-B too Blank Price 
Services we — Select the $5.00 ona vente Segue 

one you wish. 

“ UNIOR 6 cards, 2 Card 

Mail the coupon today! J ‘ Holders. 
» d Service 50 Biank Price 

Tickets. 











$3.00 monthly ($36.06 the year). 
Printed Price Tickets 


Glive green or orange berder with biact 
figures 

12 each of any six pri 50c. 

per month if wanted with any 

annual card service. 


i x 


QP RW eee eS SSS SSS SSS SSS SSeS eeeeeeee8 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Ili. 


Please enter our order for the Recorder “Selling 
Messages” card service N 

year, isting of 

and art card holders, with the first month's 
service, beginning with cards for July, for 
which we will pa pay $————- per year, payable 
$ per mon 

For cash in advance full year’s servies, 5% 
discount. 

(If service be discontinued before - ‘tion of erder. 
wo aaa @ py SS oe ae « ditional fer each 
month’s ca ed.) 

We sell Men’s, Women’s, Children’s shoes, and 
hosiery. (Cross out lines not carried.) 

We prefer:—(gold) (silver) Card Holders. 








Art Card Holder Base (above) 
Supplied free to annual card service members only. 
Comes in either Gold or Silver trim—mottled finish, felt 
lined bottom. Store name in panel, if you wish. Very 
tasty and attractive. You'll be proud of them alongside 

your finest window fixtures. 





Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Place following name on card holders 
Ask us if your town is or may be open 


Printed Price Tickets :— 


Merchants Service Dept. 
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WHERE TO BUY 
Men’s Shoes 














60 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


el 


5 0oT Neon ac mor. 





















Na aeeaainadl . y’ 


EAST WEYMOUTH. MASS. U.S.A. 














Pe 





(P).. A. PACKARD CO., Makers (P) 
BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 

















NETTLETON 
Shoes of Worth 

A. B. NETTLETON CO. 
g. W. COOK, 


President 
Syracuse, N. Y., U. 8. A. 
S@ER’S FINE SHOES EXCLUSIVELY 
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Lynn Reports 
Re-Orders on 


Summer Styles 





Shoe Center Preparing to 
Celebrate Tercentenary 


LyNN, Mass.—Volume of business 
shows an increase. It’s extra hot, the 
summer having started early, and some 
recent orders indicate that hot weather 
means hot sales of shoes, and plenty 
of them. Re-orders on summer num- 
bers are coming and more are expected. 

Besides, Lynn is starting to cele- 
brate its tercentenary, and such cele- 
brations always stir local pride, and 
start people to fresh endeavors. The 
“Mother of American Shoemaking” 
has written many fine chapters in the 
history of shoemaking, and is going to 
write some more. 

“District Styles” look like something 
entirely new. A manufacturer has 
classified his customers in twelve dif- 
ferent groups, according to their geo- 
graphical location. And he is arrang- 
ing his samples in a dozen different 
groups, each being intended for one of 
the 12 groups of his customers. So 
his merchants may save time by choos- 
ing styles each from his own group, 
and then look over the other groups if 
he pleases. 

“Leg strain,” is reported, as was ex- 
pected. Women changing from high 
dress to low sport heels complain of 
pains in the feet and legs and even 
up the back. Most of these complaints 
come from women of 30 years or more. 
The youngsters are flexible enough to 
adjust themselves with ease to the 
changes in the plane of the tread. 

New lasts show both round toes and 
pointed toes, and, also square toes. 
Each section has its own notions of 
toes. The main idea is to whittle 
lasts to body shapes more graceful — 
that is snug fitting side walls, and 
graceful arches and heels as well as 
toes. The general shape is more im- 
portant than any one detail of the 
shape. 

Pattern makers are working over- 
time, and expect to keep this pace 
until after the Boston show is over. 
A lot of new designs will be developed, 
when the buyers come and exoress 
their own individual desires, which the 
designers will translate into shoe 
styles. In leathers, there is no im- 
portant change from previous re- 
ports. Suedes are foremost. Many of 
them are combinations with kid, calf or 
reptile stock. Judging from the activ- 
ity of the tanneries, there will be 




















‘plenty of suede for the coming season. 




















Doyles for Mix 


BROCKTON, MASS.—Demon- 
strating his acumen in boosting 
Doyle Shoes, President William 
E. Doyle of the Doyle Shoe Co 
here this week had as a visitor 
at his plant, Tom Mix, famous 
western film star, who will wear 
Doyle boots and shoes in the 
future. 

Tom, appearing in a circu: 
production here, attracted much 
attention when he went to the 
factory, had his foot measure: 
by Mr. Doyle’s designer, and se- 


up for him. 

The boots will be tan and the 
shoes brown. Mix watched the 
designer set to work to draft the 
patterns according to his wishes 
and saw a part of the Doyle | 
plant in operation. } 








International Starts New 
Line of Arch Shoes 


Sr. Louis, Mo.—The International 
Shoe Company have just completed a 
line of arch shoes for women and 
growing girls which will be merchan- 
dised and manufactured under the 
name of Vitality Shoe Company, 
branch of the International Shoe ‘on- 
pany. 

The trade-mark adopted for the new 
line will be “Vitality Health Shoes” 
and are manufactured by the (iood- 
year welt process over combination 
lasts. They will sell at retail for %5.00 
and $6.00. The shoes are to be car- 
ried in stock in widths from AAA to 
EEE and sizes from 2 to 10. The 
Vitality sales force is in the ter itory 
at the present time, the trade having 
been notified of this new line through 
a letter sent out over the signature of 
F. C. Rand, president of the Interna- 
tional Shoe Company. 

The personnel of this new branch 
is composed of H. S. Jamison and . B. 
Fletcher, and the line is being styled 
by E. M. Rogers. Experts of this 
branch have built a line of ap) roxi- 
mately 120 styles embracing the out- 
standing features of popular women’s 
lines such as_ distinctive pat rns, 
graceful styles and quality mater 





New District Offic: 


BIRMINGHAM, ALA.—(U T P*S)—A 
district office of the Friedman-‘ ‘elby 
Shoe Co. has been opened ai 230 
Brown-Marx Building here. 
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Hamilton-Brown Progresses 
Under New Administration 


Reorganization of 
the personnel of 
the Hamilton- 
Brown Shoe Com- 
pany has now been 
completed and a 
distinct speeding 
up of styling, pro- 
duction and deliv- 
ery has been ac- 
complished, 
according to M. E. 
Singleton, presi- 
dent, who was 
elected to the head- 
ship of the big 
company only last February. His ac- 
compiishments in the short time he has 
guided the destinies of the company 
have been far reaching. 

Mr. Singleton is a native of Texas. 
He first came into prominence in the 
St. Louis market through his success 
in the cotton seed oil business. In 1919 
he acsumed control of the Missouri 
State Life Insurance Company. Here 
Mr. Singleton 
demonstrated his 
ability as an or- 
ganizer and leader 
of unusual ability. 
Within ten years 
the Missouri State 
Life [nsurance 
Company, under 
his guidance, had 
grown to four 
times its size (as 
compared with 
1919) showing 
a wonderful finan- 
cial statement and 
an increase of over 
400 per cent in in- 
surance in force. 

Shortly after assuming the duties of 
the President of the Hamilton-Brown 
Shoe Company, Mr. Singleton selected 
L. L. Gish to assist him in directing 
his new program of economy and prog- 
ress. Mr. Gish has since been made a 
Director, General Manager and Assist- 
ant to the President. He has had some 


M. E. Singleton 
President 


D. E. Spathelf 
General Factory 
Superintendent _ 


25 years of varied 
experience in the 
shoe business, cli- 
maxing with the 
presidency for five 
years of the Foot- 
Schulze & Co. of 
St. Paul. For 
many years he has 
been a close stu- 
dent of merchan- 
dising and retail- 
ing and through 
his great wealth 
of practical knowl- 
edge along this 
line has been in- 
; strumental in lay- 
ing out a sales policy for Hamilton- 
Brown Shoe Company of far-reaching 
value to the retailer in his merchandis- 
ing problems of today. 

Realizing the vital importance of 
style and the value of producing new 
patterns quickly, Mr. Gish has been in- 
strumental in securing the service of 
expert designers who will devote all 
their time to the modeling of creations 
to meet the latest fancies of fashion. 
A very unique and effective connection 
has been made with the pattern houses 
that assures the earliest possible de- 
livery of the patterns as designed by 
these experts. 

A. C. Brown, Vice-President, is now 
giving his undivided time and atten- 
tion to styling and merchandising. He 
has effected a much closer spirit of co- 
operation between the various factories 
and the Style and Merchandising De- 
partment, which is so‘essential to the 
best results. - 

Very recently C. E. Ross, who for 
many years has served as Vice-Presi- 
dent and General Factory Superintend- 
ent, resigned and retired from active 
business. Mr. Singleton selected David 
E. Spathelf as the new General Fac- 
tory Superintendent. Mr. Spathelf be- 
gan his career in the shoe industry 31 
years ago in the American Lady Fac- 
tory of the Hamilton-Brown Shoe 
Company. 


L. L. Gish 
General Manager and 
Assistant to the 
President 








Duttenhofer Expansion 


CINCINNATI, OHIO.—Stanley A. Dut- 
tenhofer, president of the Stanley 
Duttenhofer Shoe Company, announces 
that orders booked by his company 
during June for early Fall delivery 
have been the largest in the history 
of the concern. In order to handle 
the increased volume of business ad- 
ditional factory floor space was ac- 
quired recently. Mr. Duttenhofer is 
very enthusiastic over the outlook for 
Fall business. 


Carton Production Gains 


_ Lynn, Mass.—Frank C. Meyer Co. 
is setting up more new machinery for 
the making of cartons for shoes. This 
Brooklyn firm started its Lynn branch 
just two. years ago, and the present 
shop is five times larger than the 
shop in which the branch was started. 





Devine Joins Compo 


Shoe Mach. in St. Louis 


St. Louis, Mo.—John H. Devine has 
been transferred to the recently opened 
branch office of the Compo Shoe Ma- 
chinery Corporation in St. Louis, lo- 
cated in the Leather Trades Building 
at 1602 Locust Street. 

Mr. Devine’s work will supplement 
that of J. W. Watterson, who is in 
charge of the Middle West territory, 
and the many friends of Mr. Devine 
will no doubt be pleased to learn of 
his latest promotion. 

Before joining the staff of the 
Compo Shoe Machinery Corporation, 
Mr. Devine was superintendent of the 
Bresnahan Shoe Company, of Boston, 
and in this position witnessed and as- 
sisted in the’ entire development of 
Compo machinery. 
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we 


[easiest WA 


Sn 308 ces hae -0) nid 
IF-REYNOLDS CO™: BROCKTON MASS 


WHERE TO BUY 
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Men’s and 
Women’s 
“Companion- 
ate” Slippers 
Turns only—Oste- 
leg on request. 


In Stock 


Ne. 
434 
$2.65 


L. B. EVANS’ SON CO. - - Wakefield, Mass. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sont on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 








Greatest Value 
$1.65 


WM. SUMNER SMITH 
825 W. Meares, Chicase 
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WHERE TO BUY 
Ballet Slippers 
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Soft Toe 





Black Kid 
Expertly wy 


Lefts and Rights 
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Women’s Children’s 

In Ne. 100— $1.50 $1.40 
Steck No. 500—Buck i 

H. F. MALOTT SHOE CO. 

1915 Girard St., Chi 


Sole..... 400 : 
Manufacturers 
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BALLET SLIPPERS 
Made on Right and Left Lasts 


Wem. Mies, Chihée 
— ise its 1.20 
Coast Prices Slightly Higher 
BROOKS SHOE 


MFG. CO. 
Philedelphie— 
1735 No. 6th St. 

Los Angeles—1162 Se. Hill &t. 






In 
STOCK 
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Dancing Taps 
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Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 
Send for catalog. 





Coast Representative: 

MR. A. F. WINSLOW 

5159 Vincent Ave., Eagle Rock 
Los Angeles, California 
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G. D. Scott to Manage 
Capitol Shoemakers, Inc. 





Gerald D. Scott 


St. Louis, Mo.—Gerald D. Scott has 
been appointed general manager of 
Capitol Shoemakers, Inc., after spend- 
ing six years on the sales force of the 
company. He assumes his position 
with a wealth of experience both in 
manufacturing as well as retailing; 
also added to this is a period of whole- 
saling and jobbing. His record on the 
sales force has been outstanding and 
he was selected because of his under- 
standing and ability of the product of 
the Capitol Shoemakers, Inc. 

He succeeds A. J. Spring, who 
formed the organization of the Capito! 
Shoemakers, Inc., and was its general 
manager from its inception up to the 
present time. Spring resigned his po- 
sition to join the buying organization 
of the J. C. Penney Company, who 
have their buying headquarters for 
footwear in St. Louis. 


William F. Schoell Dead 


PHILADELPHIA, Pa.— William F. 
Schoell, secretary-treasurer of the 
Philadelphia Shoe Travelers’ Associa- 
tion, and representative for the Sher- 
wood Shoe Co., was killed in an auto- 
mobile accident on June 20. Secretary 
Schoell had long and ably served as 
an executive of one of the most im- 
portant locals of the National Shoe 
Travelers’ Association. He had a large 
circle of friends in trade. The Phila- 
delphia Shoe Traveling Salesmen’s As- 
sociation members were both fond and 
proud of their secretary-treasurer. 
He was a policyholder in the N. S. 
T. A. $1,000 group insurance feature. 





L. D. Ream Resigns 


CuHIcaGo, ILtL.—L. D. Ream, who has 
been traveling for the J. P. Smith 
Shoe Company for nearly twenty 
years. is resigning his position effec- 
tive July 1. Mr. Ream has not an- 
nounced his future plans as yet. 








Go to Five-Day Week 


LYNN, Mass.—With the establish- 
ment of a five-day week in its three 
factories here, the Golden Rule Shoe 
Company takes another stride in its 
unique career as a 100 per cent 
worker-operated undertaking. The 
new schedule will become effective 
before July 1. 

James M. Daley, president of the 
company, announces that production 
has mounted to 11,000 pairs of shoes 
per day and that the twentieth Golden 
Rule retail store will open at Newark, 
N. J., September 1. 





Patent, Reptile and 
Suede on Early Orders 


CINCINNATI, OHIO—Shoe manu/ac- 
turers report business about normal 
for this time of the year, with a pretty 
good volume of fill-in orders being 
received. A great deal of this fi'!-in 
business is on whites and some ex»ect 
this to be the biggest season whites 
have ever had. 

Indications point to a strong fall 
season on black patent as present 
bookings show that merchants are 
buying pretty freely of the shiny 
material. Evidently, retailers expect 
reptile to be much in favor in the fall 
as nice orders are being placed for 
lizard and snake-skin footwear. 


Suede is another that will undoubt- ‘ 


edly be good. Merchants are placing 
large orders for colored suede shoes 
and suede combinations and manv- 
facturers expect retailers everwhere 
to push them. Some of the new suede 
seems to be combed finer than it has 
been heretofore and has a satiny ap- 
pearance. 


E. M. Salomon Sails 


New YorK, N. Y.—Edward M. 
Salomon, head of the firm of Salomon 
& Phillips, creators of StyLeathers, 
sailed on the S. S. “Majestic June 
21 to confer with his coworkers abroad 
who are constantly introducing Sty- 
Leathers for shoes. 

This firm since 1867 has been well 
known in this particular sphere of the 
leather business and has . rendered 
steady service to the industry since 
that time—an unbroken record of 
sixty-two years. 


New Shoe Co. 


YELLOW SPRINGS, OHIO (UTPS)— 
Papers have been filed with the sccre- 
tary of state chartering the Antioch 
Shoe Project, Inc., with an authorized 
capital of 100 shares of no par stock 
for the purpose of manufacturing and 
selling at both wholesale shoes, |oots 
and footwear accessories. The in- 
corporators are A. D. Henderson, J. 
L. Snook and Arthur E. Morgan 








Archie Kaplan Returns 


Boston, Mass.—Archie Kapla _ of 
the Colonial Tanning Company, 1as 
just returned from Europe, wher he 
has been visiting the various  us- 
tomers and agents of the firm. 
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Paramount Starts Work 


Sr. Louis, Mo.—St. Louis’ newest 
shoe manufacturer, the Paramount 
Shoe Company, has started operations 
in their new factory building, capacity 
of which is 3000 pairs daily. Shoe- 
making is under the direction of Mat 
Steis and August Zimmer. Both were 
formerly with the Johnson-Stephens 
& Shinkle Shoe Company for twelve 
years. Factory management and sales 
are under the direction of Sam Wolff 
of the Wolff-Tober Shoe Manufactur- 
ing Company. 


Central Shoe Company 


Moves to South Braintree 


SouTH BRAINTREE, MAss.—Work of 
removing the Central Shoe Co. from 
Boston to this town has been com- 
plete’ and manufacturing already has 
been started with the concern employ- 
ing about 400 hands. The company 
has acquired the wooden factory of 
Rice & Hutchins, Inc., which business 
was liquidated many months ago. If 
it finds conditions here suitable, it 
plans to move its other plants to South 
Braintree, occupying the brick factory 
adjacent. If all the manufacturing is 
consolidated here, which now seems 
likely, the company expects to employ 
about 1200 workers with a _ weekly 
payro!l of $40,000. 


Williams Takes 
Vulcan Bldg. 


PORTSMOUTH, OHIO (UTPS)—The 
Williams Manufacturing Co., manu- 
facturers of puttees and spats has 
taken over the former Vulcan Last 
Corporation building at Front and 
Massie Streets to enlarge the facilities 
of the company. The Williams Co. 
recently announced a line of spats ‘in 
addition to leather puttees. The build- 
ing was formerly occupied by the 
golf stock department of the Vulcan 
Last Corporation. 


Mrs. M. F. Wright Dies 


Was the Wife of Head of E. T. 
Wright & Co. 


ROCKLAND, Mass.—Mrs. Mary Fran- 
ces (Grose) Wright, wife of Elwyn T. 
Wright, head of E. T. Wright & Co., 
of Rockland, died June 19 at her home 
here from a heart attack which cli- 


‘maxed a long period of failing health. 


The plant was closed for her funeral 
June 21. 

Mrs. Wright, a woman of gracious 
charm and loved because of her wide 
interest in social and civic affairs, was 
a native of Norwell but moved to 
Rockland after her marriage. In 1924, 
when Mr. Wright was a member of 
the governor’s council, the Wrights 
celebrated their golden wedding an- 
Niversary and were remembered with 
gifts from many parts of the country. 

Besides her husband, she is survived 
by a son, Atty. Charles I. Wright of 

anta Barbara, Cal., and two 
daughters, Mrs. James A. Munroe of 
Newton; and Mrs. D. F. Dillon of 
Leominster. 





Several New Firms to 


Locate in Manchester 


MANCHESTER, N. H.—Important ad- 
ditions to the local shoe industry dur- 
ing the past week have absorbed prac- 
tically all desirable factory areas in 
this. city and promise to add great 
prestige to Manchester as a shoe manu- 
facturing center. 

The decision of the J. A. Jonas Shoe 
Co., Haverhill, Mass., to locate in this 
city, is the most important develop- 
ment in several years in the local in- 
dustry. The Jonas Company has 
leased three floors in the Cohas fac- 
tory of the W. H. McElwain Shoe Co., 
Willow Street, and will occupy at once. 
The firm manufactures women’s me- 
dium grade McKays for the mail- 
order trade and will employ between 
400 and 500 workers. 

The Milchen Shoe Co., also of Haver- 
hill, is preparing to open a branch 
factory here with a daily capacity of 
a cases and giving employment to 

The Parks Shoe Co., Chelsea, Mass., 
recently moved into the former Har- 
rington factory on Maple Street, and 
has become an important unit in the 
industry. 

“Golden Rule” Daly of Lynn, has 
been in the city, confering with City 
officials and Chamber of Commerce 
heads, relative to locating here, and 
it is hoped that the city will meet his 
requirements for his new plant. 


Finer Linings Developed 
by Peabody Tanners 


PEABODY, Mass.—<An interesting 
feature of the leather trade here is 
the development of finer lining stock. 
At least a half a dozen firms are 
bringing out specialties for lining 
shoes. They are tanning and finish- 
ing, by improved methods, kid and 
calf, as well as sheep. 

The new idea is to make the best 
possible leather for linings. A few 
years ago, shoemakers, with the excep- 
tions of high grade producers, weren’t 
so very particular about the quality 
of their linings. Most of them used 
as cheap stock as they could get for 
the insides of their shoes. 

Style has wrought the change. Low 
shoes, now common, reveal the inside 
of the shoe, and it ought to look as 
fine as the outside. And as silk stock- 
ings are commonly worn, the lining 
must be smooth, and easy on the feet, 
and durable, too, and, above all things 
it must not crock and soil colored 
socks. 


Free S. Lamport Joins 
Deatsch & Woodward 


New York, N. Y.—Free S. Lam- 
port, who has been connected with the 
last business for 25 years and recently 
has been representing the New York 
Last Company. has become affiliated 
with Deatsch & Woodward, 70 Wash- 
ington Street, Brooklyn, and_ will 
cover the entire United States and 
Canada in the interests of this firm. 





WHERE TO BUY 


Women’s Novelties 


Overcome “Summer 
Siumps” 
The right styles at right 
prices will pave the way 
for incre summer 
sales. No matter what 
season comes, a few pret- 
ty styles in your window 
will get you business. Do 
you want a salesman, sam- 
ples or ciecular? Write to 
see the “‘slumpless’’ line. 


in Stock $3 te $5 Sellers 
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WHERE TO BUY 
Wooden Beach Shoes 





Wood Sole Bathing Sandals 
Ladies’ and Men's 
sizes, White Canvas 


tops; colors if de- 
sired; durable 


Conentas: oon 
able line for 
dealers. 


H. RIEMER SHOD CO. Mfrs. 
& Vilet Sts., Milwaukee, Wis, U. & A. 
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Firm of A. Sandler Moves 
to Much Larger Quarters 


Boston, Mass.—A. Sandler, specialist 
in women’s arch corrective and welt 
sport shoes, has moved from the firm’s 
former headquarters at 144 Lincoln 
Street to the building formerly occupied 
by Al. A. Rosenbush, at the corner of 
South Street and Beach. An unusual 
increase in business has made necessary 
this move into larger quarters—three 
times the size of the offices formerly oc- 
cupied. An attractive sample room is 
being fitted up and individual offices for 
firm members and buyers, as well as a 
reception hall. An exceptionally good 
volume of business is being done also on 
the “Sportster,” the welt shoe officially 
approved by the Girl Scout organiza- 
tion. 


Joseph Leon Promoted 


Houston, TEx. (UTPS) — Joseph 
Leon, manager of the Chandler Boot 
Shop of Houston, has been made mana- 
ger of the Southwestern section of 
the Edison Brothers Store, Inc., opera- 
tors of the Chandler Boot Shops. 

Mr. Leon has been with this firm 
for several years, having been with 
the stores at Memphis, Birmingham, 
Nashville and New Orleans before 
coming to Houston. He became mana- 
ger of the Houston store in 1927. 
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What’s Selling in the Smart Shoe Shops of New York’s 








New York, N. Y.—Fifth Avenue 
has turned from a gamut of sun tan 
shades to the most alluring of pastels. 
From Fifty-seventh Street to Thirty- 
fourth the complete use of the pastel 
range is noticeable in shoe and ap- 
parel shops. Printed chiffons and 
charming figured silks have proved 
that the difference between the busi- 
ness dress and the society daytime 
frock is merely a matter of tailoring, 
not of fabric. These printed silks and 
chiffons are the volume choice; for all 
day wear for the next five weeks. 

The allowance of color which the 
multicolored print enhances, makes it 
possible for the shoe retailer to remove 
all worry of leftovers and PMS. Pastels 
are now the choice of New York. The 
sun tan is gradually passing on and the 
next step forward afte ter pastels is the 
opaque overcast which will go well into 
the spring of 1930. 

Vanilla and off white are stepping 
into the evening picture, relying on the 


Fashion Thoroughfare 


highly colored or pastel velvet wrap 
and evening slipper to match. The 
oiled crépe evening slipper makes it 
possible to introduce the most novel 
combinations into the carefully planned 
evening toilet. 

At Frank Brothers smartly styled 
custom types are being sold; petit 
point linens with pastel embroidered 
vamps, unusual kid combinations, and 
crépes. 

The evening slippers are very much 
in the advanced mode. Oiled crépe 
styled with serrated gold kid trims and 
kids with diamond incrustations are 
extremely smart. The oiled crépe has 
the opaque overcast with line marking 
resembling the burl of California red- 
wood. These shoes, being hand fash- 
ioned, may follow any type of design. 

Franklin Simon & Co. are anticipat- 
ing both kid and suede and are keenly 
interested in the blue suedes with 
smockings on the back and quarterline. 
A seamless shoe is in stock in most of 








the high grade footwear, the quarter 
line being taken well back into the di 
agonal seamings, and this is conceale: 
by tiny smockings or appliques in con 
trasting or soft tones. 

J. and J. Slater are selling many cus 
tom types. Because of their immens 
mail order business they are alread; 
working on their fall samples fo) 
travel and college wear. At presen 
the demand is for linens with colore 
heels or all-over self toned linen, fanc 
silk weaves embroidered in Beauvai 
and petit point, and the plain shoe j 
combinations of exquisite pastel kid an 
Dresden combinations. The open shan 
seems to be creeping along into th 
late summer picture. Color 1300 an 
1310 are both selling in high styl 
For resort wear the Slater clientele 
buying the linen shoe and many of tl 
hand embroideries. These shoes are t 
be worn with colorful prints an 
printed chiffons. 








Shoe Form Company 
Enlarging Its Plant 


AUBURN, N. Y.—While but an infant 
enterprise in years as compared to most 
of Auburn’s industries, the Shoe Form 
Company, under the guidance of Presi- 
dent W. J. DeWitt, has, in less than five 
years, forged ahead to a position of 
leadership in its field, with manufac- 
turing branches in Canada, Germany, 
England and France. 

The business originated with the 
manufacture of shoe forms made from 
Fairylite, a special celluloid, for treeing 
salesmen’s sample shoes. These are 
now used generally by leading shoe 
manufacturers throughout the world. 
Other forms for displaying shoes and 
keeping them in condition when not in 
use were later developed. Forms for 
display of men’s and women’s hosiery 
are the latest addition to the Shoe 
Form products; their manufacture be- 
ing started about nine months ago and 
now running to, full factory capacity. 

The company’s growth has, from time 
to time, called for increased factory 
space and now it has become necessary 
to add new buildings that will prac- 
tically double the present manufactur- 
ing space. A new wing together with 
an addition connecting the factory with 
the storage building is now under con- 
struction. As soon as these are com- 
pleted, a new storage building will be 
started, the present storage building 
being given over to manufacturing. 

The executive y comiee as well as the 
number of factory e has been 
increased. Paul Ross, , nea ae the. past 
18 years has been with,Bowen Products 
Corporation, the last 903 ay. a lvertis- 


ing manager, ae ee é ined the 
Shoe Form orga 
manager. pees ey 

in nes, alg 


vertising 
smagneger 


siery orm sale 





New Shoe to Compete 
with Czecho-Slovakia 


HAVERHILL, Mass.—Edward Bren- 
ner, junior member of the Snappee 
Shoe Co., this city, has been awarded 
a patent on a new process shoe which 
is entering into competition with the 
cheap Czecho-Slovakian woven shoe. 
The shoe has the appearance-of a 
hand-woven model, but is in reality a 
cut-out shoe. The rights to the new 
shoe are being let out by the firm on 
a royalty basis and several firms in 
Massachusetts are now producing the 
shoe. The inventor is the son of Louis 
Brenner of the same company, who 
has been identified with the local in- 
dustry for 15 years. 


Ben B. Blythe Dead 


ROCHESTER, N. Y.—Ben Barnes 
Blythe, well known shoe traveling 
salesman, died at his home here on 
Friday, June 21. 

For 18 years he had represented D. 
Armstrong & Comany of this city and 
was one of the best known shoe sales- 
men traveling out of Rochester. For a 
number of years Mr. Blythe was as- 
sociated with the Leach Shoe Company 
of Rochester and after this firm’s 
liquidation represented the Mackey 
Shoe Company. 

Mr. Blythe was one of the most ac- 
tive members of the Rochester Associa- 
tion of Traveling Shoe Salesmen and 
rarely ever missed a meeting. 

He is survived by his og Kitty J. 


Blythe, one brother, Roy, and his 


eon, Lucy M. Blythe of Moberly, 








Philadelphia Exhibit 
Drew Good Crowcs 


PHILADELPHIA, PA. — The first Shoe 
Manufacturers’ Representative Exhil.i- 
tion, staged in the Hotel Adelphia hei 
the first three days this week, was so 
successful that it is planned to repea 
it every summer. More than 40 lines 
shoes were shown, and registration 
buyers during the event reached cl 
to the 400 mark. 


Complimentary luncheons for the buy- 


ers were held on Monday and Tuesd:y 
with over 100 present at each luncheon. 
A. H. Geuting, president of the Na- 
tional Shoe Retailers Association, : 
dressed the luncheon on Monday, and 
John McKeon, of Laird, Schober & 
Company, and Charles Down, 
Charles A. Eaton Company, were | 
speakers at the Tuesday luncheon, bi! 
of which were presided over by Fra»! 
L. Fitzpatrick, general chairman of ‘ 
exhibition. 


a 


Sales Conference 


St. Louis, Mo.—The Hamilto 
Brown Shoe Company held its sa 
conference starting Monday June 
to 29 and brought into headquarte:: 
the entire traveling force comprisi’: 
200 salesmen. 

The gathering was addressed by « 
ecutives of the company and the n: 
line was gone over with the st; 
heads of the various departmen .. 
J. W. Connor, sales manager, report 
unusual enthusiasm from the men a 
predicted a Fall season of good gai's 
in sales as well as new accounts. T e 
meeting closed with a banquet he | 
at the Westborough Country Club. 
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STYLE SHOE BY 
BROCKTON 


SHOE MFG. CO., INC. 


Decidedly a style sensation. 

Decidedly a fine quality. 

Decidedly the best value. 

Decidedly better profits for the retailer. 


From January 1, 1929, to June 25, 
1929, we manufactured and shipped 
64,143 more pairs of men’s fine shoes 

than we did in the same months in 
1928, which meant our customers 
sold 64,143 more pairs of shoes dur- 
ing that period and made larger profits 
from the increased business. 


BROCKTON SHOE Mee. Co... INC. 


On display at the New England Shoe and Leather 
Exposition, Rooms 708, 709, 710, Statler Hotel. 


Stock Department 
14 No. 4th Street, Philadelphia 


Harry Adler—1931 Republic Bldg., Chicago. 
Marbridge Bldg., New York City. 

239 Peach Tree Arcade, Atlanta. 

Hayward Hotel, Los Angeles. 


Imported Scotch Grain. 
Full double sole. Im- 
ported calf lining. This 
is our De Luxe Quality. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. Y.. 
on Monday of the week of publication in order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





OHIO, INDIANA, WESTERN PENNSYLVANIA 
KENTUCKY AND TENNESSEE 


We have this territo open for an experienced representative. BOYS and 
GIRLS Welt shoes of established quality. Liberal commission basis only. 
Give full particulars and references with application. None but salesmen 
experienced among better accounts need apply. 


NEENAH SHOE COMPANY, Menasha, Wisconsin 





SHOE SALESMEN 


A well known manufacturer of children’s, misses’ and growing girls’ shoes 
seeks representatives for Indiana, Iowa, Kansas, Nebraska, Oklahoma and 


Texas. 


These men must be experienced shoe salesmen with a following among the 
retail shoe trade in the territory for which they make application. It is also 
essential that they know the. children’s game. 

In making application tell us your experience, the concerns traveled for, the 
time with each, territory covered, your average annual sales, drawing account 
necessary and references. We do not want retail dealers references. 

Write fully—your application will be treated confidential. 

Address B-198, care Boot & Shoe Recorder, 189 West Madison Street, 


Chicago, Illinois. 


SALESMEN wanted by manufacturer to sel) 
a line of children’s stitchdowns, Turns, and 
Welts, priced and styled to assure volume busi- 
ness. This is an In-Stock line. Territories 
open—Louisiana, including New Orleans, Mis- 
sissippi, Arkansas, and Alabama. Strict com- 
mission basis paid semi-monthly. No objection 
to side line. State reference and lines previ- 
ously carried. Address B-194, care Boot and 
pty, Seeees, 239 W. 39th St., New York, 





SALESMAN WANTED Suey up-to-date 
well known line of Ladies’ Turns, Mules 
D’Orsays, Pumps, Boudoirs and Men’s Everets 
and Operas, thirty samples. Liberal Commis 
sion proposition paid on all shipped orders en: 
of each month. Men traveling by car pre 
ferred. Territory open: Pennsylvania, Indiana 
Wisconsin and Southern States. No objections 
to non-conflicting line. All particulars wit! 
application. Address B-204, care Boot and Shoe 
Recorder, 239 West 39th St., New York, N. ¥ 


XPERIENCED salesman for New Jerse; 

wanted for progressive wholesale hous 
Will turn all our accounts over to the righ 
 — Siheaaae Shoe Co., 158 Duane St., New 
ork. 


BUCKLE SALESMEN—Foremost house in 
ported cut-steel buckles. Splendid side line. 
Must have large following retail women’s shox 
trade. All territories open. commissions 
References and information confidential. Ad 
dress B-200, care Boot and Shoe Recorder, 239 
W. 39th St., New York, N. Y. 

















Salesmen Wanted 


The territories of New England, 
the South, the Southwest, and the 
Pacific Coast are open for live-wire 
salesmen, who are anxious to build 
up a real business on men’s shoes, 
retailing from 96.50 to $10.00. This 
line is made by a nationally known 
manufacturer. Drawing account 
and commission basis. Only sales- 
men who have been selling men’s 
shoes in, these respective terri- 
tories will be considered. Write 
indicating territory desired and 
references in confidence. Address 
B-185, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 


Salesmen Wanted 


To sell the most outstanding line of 
women’s, young ladies’ and misses’ arch- 
supports and sport shoes, to retail for 
$3 and $4. Most popular models carried 
in stock for immediate delivery. Six 
per cent commission, with privilege to 
draw against accepted and acknowledged 
orders. Men for following territories: 
(Mass. and R. I.), (Conn. and part N. Y. 
State), (Kentucky), (Minnesota and No. 
Dakota), (So. Dakota and Nebraska), 
(Wyo., Utah, Colorado, Arizona, New 
Mex., including El Paso, Tex.), (Kansas). 
Address DANIELS & TAYLOR, 
Derry, N. H. 








WANT salesmen with established trade. Sicd¢ 
line infants’ popular priced turns and welts 
In Stock. Ten per cent commission. Refer- 
ences. Address B-197, care Boot and Shoe R: 
corder, 239 W. 39th St., New York, N. Y. 


SALESMEN WANTED for women’s novelty 

shoes from_In-Stock. Better quality. For 
territory of Baltimore, Washington, Part 
Virginia and Pennsylvania. Address B-199, 
care Boot and Shoe Recorder, 239 W. 39th St, 
New York, N. Y. 


SALESMEN WANTED—We boast of one 
~ the , grade side line sales organiza- 
tions in the country selling infants’ shoes. N\ 
have a limited number of territories open, an 
wish to hear from real producers. Line mace 
up of about fifty shoes, consisting of soft sol 
cushion soles, and jhe intermediate ‘Se’! 
Starter.” If interested in a side line that wi 
a little effort will pay your gasoline and hotel 
bills, write at once. 10% commission. THE 
CARPENTER SHOE CO., INC., ROCHES. 




















Salesman Wanted 


to sell well established Line of 
Stitchdowns to the Chain Stores 
and Department Stores in the 
Middle West. Must be experi- 
enced in selling this class of trade. 
Address B-184, care Boot and 
Shoe Recorder, 239 West 39th St., 
New York, N. Y. 








SALESMEN WANTED! 
Nationally known manufacturer of high grade 
leather slippers wants side line salesmen for 
eaca lowing states: Michigan, (except 
Detroit) Eastern Ni Y 
sylvania, Mississippi, Illinois 


ag: 
orders. Address B-179, 
Recorder, 239 W. 39th St., New York, N. Y. 











ALESMEN wanted for States East of Okla. 

and Texas. Stylish line Children’s and 
Misses’ Turn shoes, including covered heels. 
Address B-177, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 


WANTED—Producers to sell Hawkes scit 
soles, cushion soles, and ‘“Self-Starters.” 
Good territory open. Give us the pleasure of 
sending you a sizeable commission check each 
month. 10% commission, full credit on 
mail business on this sure repeat side li: 
H. HAWKES & SON, Inc., Rochester, 





A NEW manufacturing company has openinz 

for experienced men to carry a short lin 
of moccasin type work ‘shoes and camp mocc 
sins. We pay 7% commission. In answerit 
kindly give line now carrying and referenc: 
Replies confidential. Address B-203, care B 
ls a pene 239 W. 39th St., Ne 

ork, 3 








Hy | 


—@me& oc 4) pe om 4 «Soe 








June 29, 1929 


BOOT AND SHOE RECORDER 





SALESMEN WANTED 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 





SALESMEN calling on shoe factories carry 
manufacturers line Rhinestone m shoe 
ornaments. Address Box 672, 303 W. 42nd 
St., New York, N. Y. 








LINE WANTED 





LINE WANTED—Experienced Shoe man— 
+ fifteen years practical retail experience and 
five years road experience—now managing shoe 
store—a tireless worker and producer. West 
Virginia preferred or will consider other good 
territory. Best of reference. Address B-176, 
care Boot and Shoe Recorder, 239 W. 39th 
‘St. New York, Y. 





POSITION WANTED 





C HOE MAN—For a number of years man- 
“’ aging chain stores throughout Ohio, fully 
competent, reliable and familiar with modern 
methods of merchandising, wishes to make a 
change. Address Box B-201, Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 


GHOE MAN OF PROVEN ABILITY open 

for connection as manager of Chain Store 
or Shoe Department. Fine references. Mr. 
Shoeman, 10531 Gooding Ave., Cleveland, Ohio. 





If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1448 








TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








HIGHEST CASH PRICES 
PAID 

fer shee stocks, slow sellers, ete. Shert term 

leases taken over. Transactions confidential. 
Est. 1890. 

GLAUBERG 


MAX 
54 Lispenard St., New York City 
Canal 8014 








HELP WANTED 








WANTED: 


A man to promote and MAKE sales in 
established Shoe Manufacturing business. 
ONE WHO CAN MAKE OTHER 
MEN SELL SHOES. Genial, indus- 
An energizer in selling 
and cooperator with home plant. 
Willing to drive in upbuilding campaign. 
Salary largely dictated by results. Re- 
plies confidential. State past and present 
connections and your reasons for thinking 
you can fill this position. Address 
B-202, care Boot & Shoe Re- 
corder, = 4 West 39th St., New 
York, N. 





Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Dock 0352 











MERCHANTS’ NEEDS 

















WANTED TO LEASE 








CHAIN STORES 
CONNECTIONS WANTED 


A prominent Shoe Manufacturer of 
Children’s and Misses’ Shoes desires 
to lease Children’s departments from 
operators of chain stores of women's 
shoes unless such chain store oper- 
ators would prefer to put in their 
own Children’s departments and 
handle his product. Such manufac- 
turer willing to carry stock at fac- 
tory to enable them to have large 
turnover on minimum investment. 
Address Box B-196, Boot and Shoe 
Recorder, 239 West 39th St., New 
York City. 

















FOR LEASE 





FOR LEASE—LEASE DEPARTMENT. We 

have space for Ladies’ Popular Price Shoe 
Department (snappy styles—good values) on 
percentage basis, in an caaeive ladies’ and 
children’s ready-to-wear 100% location, in the 
— xy the Cigar Industry. Only res wets 

will be considered. Address 

KASRIEL, BOX 5118, YBOR CITY, AMPAL 








= Milbradt 
=| Rolling Step Ladders 


Pnable you to reach your 
_ shelves convenient- 


They last a lifetime 
and 














Are made in any style, 
shape or size to ft any 
kind of shelving. 


Write for general catalog 
and let us suggest the best 
ladder for your use. 
Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 











ESTABLISHED 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


2%3- am LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 





Wi NDOW 
DISPLAY FIXTURES | 
Anade by 


SEGALLE SONS | 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
. SEND FOR CATALOG? 











eliminate vibration 
— and yy ,omeee 

ample stren 4 
convenience and mcieney 








mt FEMVYERS & BRO.ca: 
PUMPS-WATER everens-nav Sonus soon goon naneenad 














Join Vulcan Corporation 


PORTSMOUTH, OHIO.—Col. A. L. 
Mercer, president of Vulcan Corpora- 
tion, announces that Joseph Hendrick, 
formerly of Webb & Hendrick, New- 
ark, N. J., has joined the Vulcan Cor- 
poration. For the time being Mr. 
Hendrick will act as a special repre- 
sentative of the Vulcan Corporation 
in the New York and Portsmouth dis- 
tricts. 

Bernard H. Hodsdon has also joined’ 
the Vulcan Corporation, Wood Heel 
Department. Mr. Hodsdon will tra- 
vel out of the Johnson City, N. Y., 
plant. Mr. Hodsdon is equally well’ 
known in the industry. 
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36 Pair Cases them. 





12 Duncan St. - 
Boston on 78 Lincoln Street 
Mr. CUTTING AND MR. CARR 


ox 


Fine Stores Are Proud 
to Show Greeley Boudoirs 


In shoe stores where high quali- 
ty is considered first—Greeley 
Boudoirs have held an honored 
position for many years. 
In black and colors—with 
leather or rubber heel. 
Your jobber should have 
If not—write us. 


A. W. GREELEY 


Haverhill, Mass. 


EK 








z 


FLEXIBLE ANKLE SUPPORT 
INFANTS’ FIRST STEPS 


WILL BE ON DISPLAY 
COPLEY PLAZA, July 8-9-10 / 


BLACK - WHITE - 


SMOKED \® 
and BROWN ELK @ 
HAND TURNED 


IN STOCK 

2 to 5 $1.65; 

5% to 8 $1.80 

An unusual, flexible sup- 
port principle which 
does not interfere with 
free foot action while 
insuri strong, straight 
ankles for babies just 
Starting to walk. 


WANTED—~salesmen in exclusive territories on good commission. 


SPORTINBAK SHOE CO. 


MARBLEHEAD, 
MASS. 











MERCHANTS’ NEED 








THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 


Marked with stand- 
ard American, 


French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 


$1.50 Each 


Be sure it is a “Varnum” for most 


accurate and simple measuring. 
F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 











Schiff Sales Gain 


CoLumBus, OHIO (UTPS) — The 
Schiff Co., large shoe store chain with 
headquarters in Columbus, reports 
sales in May at $883,376, compared 
with $556,672 for May, 1928, which is 
an increase of 58.6 per cent. Sales of 
the chain for the first five months of 
the present year were $2,022,384, com- 
pared with $1,189,222 for the corres- 
sponding period in 1928. This is an in- 
crease of 64.8 per cent. 

In the meantime the company has 





opened a number of new stores. 


Embroidered Linens 
Lead in Philadelphia 


PHILADELPHIA, Pa. (UTPS) — Em- 
broidered linens have somersaulted 
into the most important place in retail 
shoe selling, and each retailer in turn 
says that they are the biggest runners 
of the season, so far. They expect 
them to keep first place for quite a 
long time. 

The smartest shops are selling more 
of the plain beige linens very lightly 
embroidered in an almost invisible de- 
sign, some of these with the dressier 
silk kid heel and trimming on the 
strap, while the chain stores go to the 
other extreme and are selling more of 
the bright colors, such as green and 
red, than anything else. The medium 
price stores sell a variety of all of 
these various items, and find quite a 
demand for the pastel shades to match 
the dresses, while many people buy a 
pair of neutrals as well as some defi- 
nite color. 

The most popular price level for em- 
broidered linens is $10 and $12.50, some 
going higher and some lower. 

Summer shoes on the whole are 
springing up wonderfully, the retail as- 
sociations reporting that surveys show 
that business is really good now. A 
riot of color is being displayed in the 
windows, the Blum Store showing 
tempting models extremely smart in 
coloring and styling, many of them 
very intricately designed. Bonwit 
Teller continues to promote shoes of 
moroka as the peak of, smartness for 
summer wear, in all shades to match 
costumes, trimmed with silk kid at 
$22.50. 

In the Dewees shoe salon, it is said 
that not only do they believe that rep- 
tiles will be the great leader for the 
fall, but they have been obliged to 
have a good assortment of water-snakes 
and lizards now for people going 
traveling, as they find the reptiles the 
most serviceable and comfortable for 
that purpose. 

Another report from this store is to 
the effect that while the prevalence of 
so many $5 and $6 shoe shops nearby 
certainly has some effect on the re- 
tailer, yet for the fall they are not 
trading down but are trading up, rais- 
ing the maximum prices of their 
shoes, and stocking pairs to the 
line in the higher prices. 














“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
eut tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Beg. U. 8 


nippers are made of 
hi ade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 

“MANCHESTER” 


curved jaw when or- 
dering. 
Write us 
your dealer 
supply you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentecs and Manufacturers 


Boston, Mass. - fen 'W. Lake Se 





wana tHM 


direct if 
cannet 








Shoes Stores to Move 


CINCINNATI, On10.—More tha 
three hundred offices and retail stor: 
will be forced to move from the Eme: 
property facing Fifth, Vine and Ra 
Streets within the next few months 
make way for a new 42-story offi 
and theatre building which is to b 
erected covering more than a _ ha! 
block. The Queen Quality Shoe Sto: 
on Race Street, Regal Store on Vin 
and McAn and Feltman-Curme stor 
on Fifth are the shoe stores that wi 
soon be in new locations. 
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HERMAN NOW OFFERS 
QUALITY 


AT A PRICE 
@& 


Once more Herman “steps on it’”—with a 
speedy new line designed especially for the care- 
ful buyer. 

“Herman quality” throughout—the identical 
standard of workmanship and materials which 
you naturally expect at a price you will be glad 
to pay. 

New lasts—new patterns—new life and lines 
make this a fall and winter line which will sell 
—Sell—SELL! 

Our salesmen will tell you the whole story and 
illustrate it with samples! 

If you come to Boston, Mr. R. A. Longmore, 


Salesmanager, will be glad to see you at our sales 
office, 564 Atlantic Avenue. 





JOSEPH M. HERMAN SHOE CO. 
564 Atlantic Avenue 


Boston, Mass. 


No. 19. Of first quality plump black 
box veals on the genuine Munson 
last, side seam blucher pattern, full 
double oak sole with first quality 9 
iron oak outer sole, built-in leather 
arch support counter. Springstep 
rubber heel, black rubber storm proof 
welt. This is one of the New York 
police models. 


No. 17. As above on Cadet last. In 
Stock: A, 7-12, excl. 1114; B, 6-13, 
excl. 114% and 12%; C to EE, 5-13, 
excl. 1144 and 12%. 
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SHOE ORNAMENTS 








HE real gain to our industry in the 


past eighteen months has been the 
almost even-level of monthly production 
of shoes. Something almost unknown 
in other industries and strange to ours 
which was once subject to great peaks 
and valleys of production. We also 
sense a better balance of sales at retail 
month by month—less inactive stock on 
merchants’ shelves—with public demand 
more constant in its desires. 

It is obvious that store stocks are de- 
creasing and we will soon be on the best 
operating level ever known in shoes 

Cig not as high as it should be, but stable in 
National Heel Mfrs. Co., E. Lynn, Mass... 57 its steadiness. 
Shoe Lace Co., Ltd., Providence, R. I * * & 


Solitaire-Furmote Co., New York City 

United Fast Color Eyelet Co., Boston, Mass. 33 THREE-WAY mirror reflects, in 

ee Se Sew Se. Say, this issue, the light of -progress 
made by the tanner, manufacturer and 
the merchants, and the path each must 

take in the next ninety days. This issue 

is timed for reading when the fall buy- 

ing impulse is strongest. 

A more complicated industry in one 
unit—footwear—doesn’t exist elsewhere 
in America, It houses all sorts of opin- 
Cosed the, test tee. Ce, Ven Wort, | ions. On one hand, that of Frank Rend 
—“Trying to keep the price of shoes 
within the need of the average purse,” 
and that of John C. McKeon, who says, 
“The art of making beautiful things 
useful and useful things beautiful 
though the price goes to one thousand 
dollars per pair.” Look for factory fact 
and merchandising opinion in this issue. 


Weiss, J., Shoe Co., New York City 
Willits Shoe Co., Halifax, Pa.......... 
Wolff-Tober Shoe Mfg. Co., St. Louis, Mo...150 


Wright, E. T., Co., Inc., Rockland, Mass. 
126, 127 


French Beading & Novelty Co., Phila., Pa..130 


HOSIERY 
Van Raalte Co., New York City 


LEATHER AND OTHER MATERIALS 


Agoos Kid Co., Boston, Mass 
Amalgamated Leather Co., Phila., Pa... 
Armstrong Cork Co., Lancaster, Pa 
Avon Sole Co., Avon, Mass 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 


Barnet Leather Co., Boston, 
Campo Shoe Mach. Corp., New York 
4 


Bearfoot Sole Co., Boston 

Essex Rubber Co., Trenton, N. J 

Essex Tanning Co., Peabody, Mass. 

Evans, John R., & Co., Camden, N. J...114-115 


Foerderer, Robt. H., Inc., Phila., Pa 


Hale, Alfred, Rubber Co., Atlantic, Mass..6-7 
Hartwell Leather Co., Malden, Mass 

Hecht, F., & Co., New York City 

Hubschman, E., & Sons, Phila, Pa 


Hunt-Rankin Leather Co., Boston MISCELLANEOUS 


Boston Shoe and Leather Fair 


Keystone Leather Co., Phila., Pa....3rd cover . 
Boot & Shoe Workers Union, Boston, Mass. .116 


Lawrence, A. C., Leather Co., Boston. .99-100 
Levor, G., & Co., New York City 


New Castle Leather Co., New York City. 67 Export Sergius Purchase &. Mew York 


163 
Pfister & Vogel Leather Co., Milwaukee, , 


Db Gideeieheadsv008t64nsseseentsoneres 


Post-McVey Co., Boston, Mass 


Glauberg, Max, New York City 


Kirsch-Blacher Co., New York City. ..152, 163 
Seton Leather Co., Newark, N. J Meyer, Frank B., Co., Ine., Brooklyn, 
Skinner, Wm., & Sons, New York City... 63 + = 163 


Standard Kid Co., Boston............. sooo 








Poster & Deutsch, New York City........ 163 





BOOT AND SHOE RECORDER June 29, 1929 











INVISIBLE MIDDLESOLE 


. .. solves perfectly the cavity filler problem in rub-% : 
ber soled sports shoes — 2 
— port Shoes by 


W. L. Douglas Shoe Co. 


These outstanding advantages - proved facts — must soaked wi 
INVISIBLE © 


convince. © MIDDLESOLE 
INVISIBLE MIDDLESOLE vulcanizes the ‘ats "tec 


<= 


shoe bottom firmly into one unit, eliminating curled 


edges, crawling, bunching up, air pockets and 
squeaks . . . Provides a firm even tread .. . Insulates against cold or heat 
... Adds flexibility and resiliency . . . Is damp-proof. . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 


STATLER BUILDING ag 0% BOSTON, MASSACHUSETTS 








